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SHIELDS 
YOU 


December 31, 1940 


ASSETS 
Bonds Owned . ; = ...... §$ 39,573,649.60 
U. S. Government Bonds. Beet $ 7,410,777.26 
Bonds of Canadian Government, Provinces and C ‘ities a 1,063,920.41 
Bonds of States of the U. S. 3,391,510.45 
Municipal Bonds..... . tah: 13,411,471.00 
Railroad Bonds... . mf, 884,649.01 
Public Utility Bonds. ... . 8,316, 186.68 
Industrial and Other Bonds. 5,095,134.79 


Stocks Owned. ater 739,912.25 
Real Estate Loans, First Mortgages, City Property aos i 23,428,578.37 
Real Estate Loans, First Mortgages, Farm Property . 3,040,140.24 
Cash in Banks and Offices. . . . 5,749,353.99 
Real Estate Owned, of which $1,240,929.57 is used in whole or in part 
for Company purposes. . . ot 2,900,658.42 
Collateral Loans... . a 51,880.00 
Net Unpaid and Deferred Premiums 2,432,089.62 
Policy Loans...... A,815,610.06 
Interest Due and Accrued. . 717,057.66 
TOTAL ASSETS. $ 83,468,930.21 


LIABILITIES 


Legal Reserve, Life and Annuity Contracts S 65,653,183.96 


Reserve, Disability Policies. . 
Reserve for Epidemics......... 
Investment Fluctuation Fund 


1,909,822.60 
1,000,000.00 
2,000,000.00 


Gross Premiums Paid in Advance... . 105,680.87 
Taxes Accrued But Not Due... ioe 835,410.82 
Agents’ Bond Deposits. . . . . 478,619.41 
Policy Claims in Process of Adjustment and Payment 279,360.86 
Commissions Accrued to Agents and All Other Items F 163,564.76 
Liabilities Other Than Capital and Surplus. $ 73,025,643.28 
Capital and Surplus. ...... 10,443,286.93 


TOTAL LIABILITIES. . $ 83, 468, 930. 21 





$ 64,608,069.00 
$771,474,205.00 


INCREASE IN LIFE INSURANCE IN FORCE, 1940. 
TOTAL LIFE INSURANCE IN FORCE, DECEMBER 31, 1940. 


THE NATIONAL TARE AND ACCIDENT INSURANCE COMPANY 


C. A. CRAIG, Chairman of the Board C. R. CLEMENTS, President 
HOME OFFICE 2 NASHVILLE, TENNESSEE 
The Home of WSM .. . The Air Castle of the South 


FRIDAY, FEBRUARY 28, 1941 








JEFFERSON STANDARD 








HEADLINE FACTS 1940 REPORT 


ASSETS CLIMB TO NEW HIGH $422,300,000 LIFE INSURANCE PAID OUT $6,820,000 
IN FORCE Policy benefits paid in 1940 total $6,- 
; 165,000 policyholders own life insur- 820,000. The Jefferson Standard has 
comyny history. ance totaling more than 422 million paid $118,600,000 to policyholders and 
SALES $1,000,000 WEEKLY dollars. beneficiaries since organization in 1907. 


Assets total $94,764,607 — largest in 


New life insurance sales in 1940 totaled 
FINANCIAL STATEMENT e DECEMBER 31, 1940 


$51,000,000, averaging nearly one mil- ASSETS LIABILITIES 
lion dollars each week. Cash ehh eS) a Oreer POLICY RESERVES ccssuve $ 79,288,190 


id This amount represents the reserve re- 
United States Government and quired by law to assure prompt pay- 
Municipal Bonds.............................. 3,896,692 ment of policy obligatiens. 
Reserve for Policy Claims 339,662 
All Other Bonds .... 5,982,293 Claims in course of settlement on which 


5 oy Jaa inv . Stocks... 6.656.238 proofs have not been received. 
. ) arn m inv * 
pan pe ee ed o ested as Listed securities carried at market, cost, Reserve for Taxes ..... 483,848 


is or call value, whichever is lower. Premiums and Interest Paid in Ad- 
sets. The Jefferson Standard has consist- First Mortgage Loans 49,793,609 vance... 895,850 


° ° wes . On farm property $6,412,832. 5; i 
ently maintained leadership in this field. On eity property $13,380,777. Policy Proceeds Left with Company. —_ 5,865,409 
Real Estate _. hee 4,023,629 Dividends for Policyholders........ 882,475 
5% PAID Bi ey eel seventeen-story Home Reserve for All Other Liabilities ee 279,173 
" we uuding. ceetniiininte 
re Loans to Our Policyholders . 13,972,608 $ 88,034,607 
° or: ae: Fully secure »y the cash values of 
Jefferson Standard paid = 3s og interest in ‘ scone - soins Contingency Reserve. _.....$1,400,000 
remium Loans a gs 5 ls dd to tak re of con- 
1940 on funds held in trust for policy- rally, pcos hong ar a values of tingenoies, * depreciation 
‘. ¢ policies. on real estate and invest- 
ment fluctuations, 


INTEREST EARNING EXCELLENT 


Investment Income in Course of Col- A 
oe 940,847 NONI, oases ceases enter ose ns css geste 


lection sielec ios atsanpeatass icc Mieamiinand 
Premiums in Course of Collection... 2,576,858 Total usgias Vande tor 


All Other Assets ae eee 90,945 Protection of Policyholders......$ 6,730,000 
Total... assccosssdvecssvcorsee OMOTOSOOT ee a 


holders and beneficiaries (this rate 
paid continuously since organization in 


1907)—No change in 1941. 


SURPLUS FUNDS INCREASED 








Surplus, capital, and contingency funds 
now total $6,730,000—new high mark 
in funds set aside for policyholder pro- 


tection, 


JEFFERSON STANDARD LIFE INSURANCE 


JULIAN PRICE, PRESIDENT. GREENSBORO, NORTH CAROLINA 
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Saratoga Springs 
Scene of New York 
State Gathering 


Pink Favors Six Month Pre- 
Licensing Educational 
Course for Recruits 


By ROBERT B. MITCHELL 


Licensing of agents should be pre- 
ceded by a six-month educational course 
which would include not only insurance 
and sales information but such subjects 
as ethics, government and sociology, 
Superintendent Pink of the New York 
department suggested in his talk at the 
recruiting conference held by managers 
and general agents of the New York 
State Life Underwriters Association at 
Saratoga Springs. 

Mr. Pink said that the companies, 
which already spend, with the depart- 
ment’s blessing, considerable amounts 
of money on cooperative activities in 
the interest of the business, might well 
include selection and recruiting in the 
pooling of their efforts. He predicted 
that cooperative educational work would 
not cost much more than is now being 
spent by the companies individually. He 
sympathized with the plight of the man 
who needs a job and must get into 
production as early as possible but he 
deplored the sketchy training the re- 
= gets when such a condition pre- 
vails. 


Favors Temporary Licenses 


Some concessions in the way of tem- 
Porary licensing might be made, he in- 
dicated, when during the discussion pe- 
riod following his talk General Agent 
1. Wilson, Equitable Society, New 
York City, asked whether the depart- 
ment, if a broad cooperative educational 
Program were worked out, would recip- 
Tocate by making it possible to license 
men on a temporary basis, so that they 
would not be faced with a six-month 
Period during which they could earn 
nothing. Mr. Pink said he would 
favor such a basis, with temporary li- 
censes provided the state could be as- 
sured that the training would be con- 
tinued as contemplated in the program. 

arning of its effect on recruiting, 
Mr. Pink said that high pressure selling 
is the evil from which practically all 
criticisms of the business stem. hile 
l€ mentioned the industrial branch par- 
ticularly he said that it is too prevalent 
in the ordinary field as well. Criticism 
from the public, the newspapers, and 
investigating bodies all goes back to 
sales pressure. He said he felt encour- 
aged at the shift in emphasis, even in 
the five years he has been superintend- 
ent, from sales to service. He warned 
that if the right kind of recruits are to 
be attracted the basis of these criticisms 
must be minimized. 

H. Means, personnel department 

(CONTINUED ON PAGE 13) 





N. Y. May Not Act on Managers Parley in Long Awaited 


Surrender Charges 


May Give the Guertin 
Committee Chance to 
Reconcile Differences 


NEW YORK—It is doubtful that the 
New York legislature will be asked to 
take any action this year on the law 
covering surrender charges. If New 
York holds off for another year there 
is a better chance of working out some 
arrangement that would minimize the 
cleavage between the proposals of the 
nonforfeiture committee of the National 
Association of Insurance Commission- 
ers, headed by Actuary A. N. Guertin 
of the New Jersey department, and the 
principles which seem to guide the New 
York department and some of the influ- 
ential members of the New York legisla- 
ture’s insurance committee. 

A major factor in slowing down the 
push in New York for changes in the 
nonforfeiture laws is the realization of 
the widespread effects that follow in 
other states where companies licensed in 
New York operate. Another factor is 
that R. Foster Piper, former chairman 
of the assembly insurance committee 
and of the joint committee on insurance 
law revision and one of the most in- 
sistent advocates of surrender charge 
modification, is no longer in the legisla- 
ture, having been elected a judge in the 
state supreme court. 


Warned of Possible Action 


At the time the Guertin committee 
held its public hearing in New York 
City to get comment and criticism on its 
proposal, Associate Actuary Maximilian 
Hollenberg of the New York depart- 
ment and chairman of the department’s 
nonforfeiture committee warned that the 
New York department might not be able 
to wait until the Guertin committee 
brought in its final report but might 
have to submit a bill for action by the 
legislaive session which was due to con- 
vene in a couple of weeks. Since then 
the department committee has drawn up 
a tentative report but the committee 
was evidently not of one mind, for the 
dissenting minority also drew up its 
views. 

The majority report is understood to 
have favored changes which would rep- 
resent quite a drastic change from pres- 
ent practice. Neither the majority nor 
minority report has been released, as any 
proposal still regarded as being in a 
formative stage, but it would not be sur- 
prising if the majority version favored a 
tapering off of surrender charges so 
that they would be entirely eliminated 
by the 15th year. That was one of the 
proposals urged by Mr. Piper, though 
originally he would have eliminated the 
surrender charge by the tenth year. 


Met with Companies 


The department committee has held 
conferences with representatives of the 
companies and there is general opposi- 
tion to the extreme length to which the 
proposal would go. The committee is 
not disposed to override these objections 
arbitrarily, and they undoubtedly consti- 
tute another reason why action by the 
legislature is unlikely. 

It is clear, however, that the New 


Wichita to Treat 
Morale, Motivation 


The one-day management conference 
in Wichita in conjunction with the mid- 
year convention of the National As- 
sociation of Life Underwriters will con- 
sist of a morning session of three hours 
and an afternoon session of two hours. 
It will be conducted by the Sales Re- 
search Bureau and it is a project of the 
local managers’ clubs. Those from the 
bureau who will take part in the pro- 
gram are Manager John Marshall Hol- 
combe, Jr., B. N. Woodson, director of 
service; Lewis W. S. Chapman and 
James E. Scholefield. William Andrews, 





W. H. ANDREWS, JR. 


Jefferson Standard Life, Greensboro, 
who is chairman of the managers sec- 
tion of the N. A. L. U., will preside. 

The morning discussions will cover 
various aspects of the subject of morale 
and in the afternoon the subject of moti- 
vation will receive attention. 

William Nicholls, Jr., president Wich- 
ita Life Underwriters Association and 
chairman of the National Association 
mid-year meeting sales congress, March 
29, has announced the complete pro- 
gram. 

Mr. Nicholls will preside and morn- 
ing speakers will be: 

James E. Rutherford, general agent, 

(CONTINUED ON PAGE 15) 








York department still views the Guertin 
committee proposal as holding the pos- 
sibility of unduly high surrender 
charges, particularly in the event that 
a company shifts to a more conservative 
reserve basis. The Guertin committee 
would set up a reserve basis for non- 
forfeiture values which would not neces- 
sarily have any connection with the 
actual policy reserve. If a company 
should shift to a 2% percent basis for 
policy reserves it would be possible to 
have a wide spread between cash value 
and policy reserve, even if no surrender 
charge at all were made, and this could 
continue throughout the life of the pol- 
icy. 


SEC Report 
ls Released 


Publication Made Day 
Before Hearing on Recom- 
mendations in Washington 


WASHINGTON—The development 
of the life insurance business in this 


country represents “an outstanding 


achievement,” but there are many ways 
in which the industry can and should 
reform its practices, it is held by Ger- 
hard A. Gesell and Ernest J. Howe of 
the Securities & Exchange Commission 
in the long-awaited insurance mono- 
graph released by the Temporary Na- 
tional Economic Committee Thursday, 
one day in_advance of a hearing at 
which the SEC members of the commit- 
tee are to submit their recommenda- 
tions on the industry. 

The 466-page monograph prepared by 
the SEC insurance section experts 
reached no conclusions and contained 
no recommendations, nor did it give any 
hint of what Gesell and Commissioner 
Sumner T. Pike, SEC member of the 
TNEC, would suggest when they ap- 
pear before the committee Friday. 

However, it is expected that the SEC 
representatives would suggest the set- 
ting up of certain standards for legal 
reserve companies at which the industry 
should aim, but that they would not rec- 
ommend any federal regulation or con- 
trol. 

Rejects U. S. Control Idea 


Without foreknowledge of the com- 
mission’s position, Senator O’Mahoney 
chairman of the TNEC, indicated that 
the committee would not accept any 
recommendation for federal regulation, 
declaring that he thought it is not de- 
sirable nor necessary at this time or in 
the immediate future. 

Both the authors of the report and 
O’Mahoney stressed that nothing pre- 
sented during the committee’s lengthy 
investigation of the industry nor in the 
SEC’s study justifies altering the initial 
statement of former SEC Chairman 
William O. Douglas at the outset of 
the insurance inquiry that no policy- 
holder need have any concern that his 
protection would be jeopardized. On 
the contrary, O’Mahoney indicated, the 
investigation demonstrated the service 
and integrity of the life insurance 
companies. 

Among the principal topics considered 
in the report are the great size of the 
legal reserve companies, their enormous 
growth and present possibilities for fu- 
ture growth, the concentration of eco- 
nomic power and influence, “which rests 
in the hands of the five largest compa- 
nies, all of whose offices are located in 
the New York area.” The absence of 
any effective policyholder control over 
the activities of the mutual companies 
with consequent self-perpetuation in 
office of insurance directors and the 

(CONTINUED ON PAGE 12) 
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Gontrum Condemns 


Counsellors’ Tactics 


ANNAPOLIS, MD. —Commissioner 
Gontrum of Maryland in supporting the 
Cordish bill requiring the licensing of 
insurance counsellors at a hearing be- 
fore the house insurance committee, crit- 
icized counsellors severely for trying to 
break down public confidence in insur- 
ance companies with misrepresentations 
and half-truths. He asserted that the 
counsellors charged fees which are 
enormous in proportion to the service 
they render and said “a great deal of 
advice is not sound and most of it is di- 
rectly opposed to the best interests of 
the policyholders.” He described the 
methods used by the counsellors in 
charging a low initial fee supplemented 
by higher charges as the policies are be- 
ing analyzed. Advisers in Baltimore 
send policies to New York where they 
are “studied by the founder of the pro- 
fession who then relays such advice as 
he deems fit.’ Mr. Gontrum scored the 
broadcasting of derogatory statements 
about insurance companies over the 
radio. He stressed the high caliber of 
insurance men in answer to the counsel- 
lors’ attacks. 


Requires Examinations 


The proposed bill requires counsellors 
to take examinations for licenses and re- 
quires that they be residents of Mary- 
land. The commissioner is given the 
power to revoke licenses when, in his 
opinion, the counsellors are incompetent 
or untrustworthy 

Calvin Cohen, attorney for the Policy- 
holders Advisory Council of Baltimore, 
opposed the bill and spoke in favor of 
another bill which permits those already 
in the business to obtain a license with- 
out examination and allows the sub- 
licensing of salaried employes. 

Among those speaking in favor of the 
Cordish bill were J. P. Graham, Jr, 
Aetna Life, chairman Baltimore Life 
Underwriters Association’s law and leg- 
islation committee; Morris Meyer, rep- 
resenting the Baltimore C. L. U. chap- 
ter, and Jacob S. New, vice-president 
Eureka-Maryland Assurance. 


CIO Union Certified in Detroit 


The Industrial Insurance Agents 
Union, Local. 102, a CIO affiliate, has 
been certified by the National Labor Re- 
lations Board as sole bargaining agent 
for John Hancock industrial offices in 
Detroit and Pontiac, Mich. A check 
showed 114 applications for union mem- 
bership out of 187 agents in that region, 
the NLRB says. 


Company Campaign for 
Anniversaryless Officer 














R. E. MARTIN 


Rk. E. Martin, secretary-treasurer of 
Wisconsin National Life, was born Feb. 
29, 1872, which permits him a birthday 
anniversary once in four years. The 
company will signalize the lack of an- 
niversary Feb. 28 with a one-day cam- 
paign for “No Birthday Martin.” The 
celebration of a birthday anniversary 
that a man does not have is rather un- 
usual, . 








Philadelphia Grand Jury 
Probes Peoples Committee 


PHILADELPHIA—A federal grand 
jury here has started a probe of the 
Peoples Committee to Defend Life In- 
surance and Savings. Advertising man- 
agers of Philadelphia newspapers and 
officers of the committee were sub- 
poenaed to tell who paid for political 
advertiséments last fall; who financed 
the committee’s campaign, and whether 
expenditures were reported. All were 
summoned to appear with their books. 





Bruce Veazey, San Antonio manager 
Indianapolis Life, and Edgar Russell, 
associate manager, were hosts to the 
members of the Counsellors Club when 
they stopped in San Antonio for a tour 
of the points of historic interest and the 
aviation fields and Fort Sam Houston. 


New IIl. Director 
Wins Epaulettes 
at Chicago Rally 


Inasmuch as governmental regulation 
always is an outgrowth of abuses in a 
particular field the true approach to re- 
moving the threat of regulation is to in- 
quire into the abuses and seek to eradi- 
cate them, rather than blindly to assume 
that the present order is perfect. 

That significant message was given by 
Paul F. Jones, the new insurance direc- 
tor of Illinois, in responding to the in- 
troduction at the luncheon in his honor 
in Chicago under the auspices of the In- 
surance Federation of Illinois that was 
attended by more than 700. 

Mr. Jones made an excellent impres- 
sion. Attorney Ferre C. Watkins of 
Chicago, personal representative of Gov- 
ernor Green, who presented Mr. Jones 
to the audience, characterized him as a 
man of. “judicial poise and determina- 
tion.” Judging by his remarks and his 
presence, the audience gathered that this 
was a close estimation of Mr. Jones’ 
character. 


Sees “Mild Apprehension” 


Mr. Jones said “we meet with a feel- 
ing of mild apprehension,” but he ex- 
pressed the hope that his connection 
with the business “will grow into sin- 
cere friendship and mutual trust.” He 
said that the supervision of a business 
of the magnitude of insurance and one 
that touches the lives of practically all 
of the citizens so intimately is a “very 
sobering task.” He made the. significant 
remark that he hopes he will not be 
overcome by the “subtle virus of flat- 
tery.” He admitted that he has a lack 
of knowledge of the technicalities of the 
insurance business and the corporate 
structure of its various components. 


To Have Competent Staff 


He assured his audience that the in- 
surance department will be staffed by 
able and competent men, that the de- 
partment’s attitude on any matter of 
merit will be “courteous and sympa- 
thetic,” but that he will always be mind- 
ful of his responsibility to the public. 

Mr. Jones declared that suggestions 
from the industry will be invited and 
perhaps an advisory committee of insur- 
ance leaders may be created. Such an 
arrangement exists in New York state. 

Insofar as the subject of federal regu- 
lation of insurance is concerned, he said 
that he intends to make searching in- 
quiry into the abuses that are charged 
to exist by proponents of federal regu- 





FIGURES FROM DEC. 


31, 1940, STATEMENTS 





Change 
Total in 
— Assets 
Alliance Life? .......... 19,887,862 + 256,203 
Amer. Citizens Life.... 265,259 + 28,261 
Amer. L, & A., Ky..... 1,632,736 + 219,922 
Amer. L. & A., Mo..... 192,464 +6,785 
Berkshire Life ........ 66,127,587 + 2,000,720 
Central Life, Ia......... 51,799,277 + 2,762,246 
Confederation L., Can,.135,044,751 + 5,286,648 
Conservative Life ..... 7,766,195 + 353,338 
Equitable Society ....2,564,466,180 +162,574,651 
John Hancock M. L..1,054,369,632 +72,649,667 
Kansas City Life...... 117,308,504 + 4,466,015 
Liberty Natl. Life, Ala.. 6,441,410 + 854,449 
Liberty National, Mo... 92,207 + 10,615 
Maryland Life ........ 5,400,664 —6,459 
North Amer. Life, Can.. 67,969,282 + 2,967,399 
Oregon Mutual Life.... 20,036,925 +1,219,553 
Pacific National Life... 2,508,357 + 344,591 
Presby. Minist. Fund... 30,600,342 +1,210,270 
Reliable Life, Mo....... 1,248,818 + 333,986 
Republic National Life. 4,252,687 + 968,979 
State Farm Life....... 4,929,866 + 985,982 
DRRREE EME: $6s62%00 006 695,898 + 46,841 
Texas Prudential ...... 4,266,866 + 606,545 
Virginia Life & Cas.... 1,323,916 + 109,680 
Volunteer State Life... 25,741,029 + 647,321 
Lutheran Brotherhood... 11,457,783 + 1,414,525 
Modern. Woodmen ..... 91,504,788 + 5,864,184 
Royal Arcanum ....... 29,612,143 —210,885 
Woodnién of World, 
QMMAWS . 05 cbcsccccons 127,351,597 + 1,801,915 


1Includes $339,068 Peoria fund surplus. 
*Casualty department figures included. 


-8Does not include contingency reserve for asset fluctuation of 


$25,000,000. 


Surplus to New Change 
Policy- Bus. Ins. in Force in Ins, 
holders = Dec. ~ 1940 in Force 

$ 
1,908,712! 11,360,501 100,234,817 —498,789 
124,291 514,515 1,607,602 —102,874 
305,792 26,329,687 28,028,009 + 1,793,253 
12,917 3,215,092 5,083,729 + 695,975 
1,715,3565 16,900,812 216,551,392 + 4,051,229 
4,532,461 13,604,594 170,496,709 + 2,585,363 
8,740,031 37,217,303 419,848,854 +4+13,192,729 
1,117,137 5,420,104 35,076,842 + 696,840 


99,793,960 804,747,323°7,136,920,6427 + 200,704,153 


65,587,8163606,270,155 4,613,818,062 


+ 263,139,806 


7,390,308 48,053,982 455,159,138 + 7,651,871 
840,552 43,710,571 88,397,649 + 7,361,426 
31,099 519,965 1,298,002 + 189,300 
450,913 1,024,491 15,659,158 —127,148 
4,006,348 23,338,168 226,532,508  +7,472,863 
1,521,889 6,686,574 67,040,104 + 2,256,160 
787,471 5,767,864 19,598,434 + 2,645,779 
2,159,493 4,331,585 62,638,126 +1,043,867 
321,524 21,629,9098 24,285,759 + 2,550,424 
421,716 12,317,6434 33,840,327 + 7,584,508 
728,297 10,954,279 66,487,762  +5,210,710 
370,354 2,899,290 11,501,802 +41,320,700 
505,029 27,905,306 61,669,802 +5,891,323 
210,108 °6,014,831 13,804,521 + 890,894 
1,410,018 9,427,793 101,475,343 + 385,283 
FRATERNALS 
1,156,216 8,665,280 74,888,463 +5,174,741 
ececee 69,039,066 556,506,110 —22,035,754 
ecccee 4,371,677 77,767,895 —4,162,674 
22,885,997 41,041,124 373,999,884 —8,888,91 


Prems. Total Benefits Total 
Income Income Paid Disburs. 
= "— 1940 1940 

$ 
2,086,358 3,603,718 2,028,945 3,787,624 
44,565 88,166 13,139 60,617 
1,294,671 1,376,670 326,811 1,177,475 
150,173 161,021 42,268 151,560 
6,581,512 11,734,722 5,247,807 9,529,195 
4,995,551 8,524,389 3,552,7 5,811,763 
15,082,982 22,982,204 12,339,699 17,381,724 
1,052,281 1,437,750 695,320 1,119,841 
292,249,932 452,525,980 198,715,179 295,149,090 
171,867,824 227,382,223 99,319,560 155,632,098 
12,307,951 17,815,378 8,728,838 13,897,356 
2,548,070 2,884,491 646,575 1,987,221 
29,560 43,725 5,006 29,301 
373,169 727,468 481,751 699,534 
7,703,691 12,574,551 6,312,088 9,629,112 
2,368,950 3,616,406 1,520,776 2,389,555 
599,681 718,433 119,632 397,176 
2,509,440 4,305,668 2,568,400 3,067,580 
777,945 1,515,418 176,026 1,348,987 
871,461 1,955,535 493,211 1,018,586 
1,525,540 2,086,459 394,228 1,111,252 
238,861 259,110 43,040 239,128 
1,611,157, 1,760,415 329,943 1,208,229 
490,284 545,097 173,583 429,253 
2,610,804 4,241,929 2,471,966 3,765,521 
2,341,107 . 2,865,192 724,938 1,412,101 
18,404,065 23,455,968 138,933,549 17,556,930 
2,556,281 4,025,704: 3,368,335 4,185,881 
6 9,460,127 16,740,573 11,041,608 15,451,895 


5Includes special surplus reserve of $627,436. 


®Includes $503,163,613 group. 
TIncludes $2,364,094,782 group. 


8Includes revived during year. 


‘Includes $6,901,234 reinsurance of Southern Old Line Life. 


Named as New Canadian 
Minister in Washington 








LEIGHTON 


McCARTHY 


Leighton McCarthy of Toronto, 
chairman of the board of Canada Life, 
has been named Canadian minister in 
Washington. 

The appointment, it is believed, will 
be particularly acceptable to President 
Roosevelt as, in addition to Mr. McCar- 
thy’s recognized ability, he and the Pres- 
ident have a common personal interest of 
a deeply-rooted nature. Mr. McCarthy 
is a trustee of the National Foundation 
for Infantile Paralysis of the U. S. and 
also a trustee of the Georgia Warm 
Springs Foundation, of which President 
Roosevelt is the founder and _ patron. 
Like Mr. Roosevelt, Mr. McCarthy's 
son is partially disabled from infantile 
paralysis. 

A change in Washington has been dis- 
cussed for some time, due to the 
illness of the present incumbent, Loring 
Christie. 








lation. The business, he observed, can- 
not blindly assume that the present order 
is perfect. Regulation takes root in the 
soil of abuse. Dishonesty and _ other 
evils are the seeds of regulation, which 
when germinated, grow like weeds. The 
proper approach is to remove these seeds 
of federal regulation. ; 

Mr. Jones said that his attitude will 
be one of friendliness towards all 
branches of the insurance, regardless of 
age, type, size or plan. The plan of any 
business organization is not so impor- 
tant as is the management, he declared. 
Great or small, insurance organizations 
thrive or fail on the factor of manage- 
ment. 


Impartial Enforcement 


He will strive for impartial enforce- 
ment of the law and creation of public 
confidence. 

Mr. Jones said that the Illinois depart 
ment is known favorably throughout the 
country largely as a result of the cour- 
age and hard work of his predecessor, 
Ernest Palmer. Mr. Jones said that 
when the time comes for him to leave 
office, he hopes that his successor can 
say just that of him. 


John P. Keevers, resident vice-pres! 


dent of Maryland Casualty and president 
of the Insurance Federation, presided. 
He introduced John L. Clarkson_o 
Bartholomay-Clarkson Company, Chr 
cago, who presented the other members 
of the reception committee, they being 
Gail Reed, Fred S. James & Co.; Mrs. 
Lillian L. Herring, secretary .of the 
federation, and W. J. Floreen of Rollins, 
Burdick, Hunter Company. He then 
presented Ernest Palmer, who was givea 
an ovation. Mr. Palmer remarked pleas 
antly that he trusted the plaudits wert 
for an old timer rather than being com- 
miseration for a has been. ; 
(CONTINUED ON LAST PAGE) 
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Frafernalists Meet 
in Illinois Congress, 
lawyers Sessions 


Below of Fidelity Life, 
Ewan, Kewanee, Ill., Attor- 
ney, Head Organizations 


Walter C. Below, president Fidelity 
Life, Fulton, Ill., was elected president 
of the Illinois Fraternal Congress at 
its annual meeting in Chicago. He suc- 
ceeds T. R. Heaney, secretary Catholic 
Order of Foresters. 

The other new officers are: Vice- 





WALTER C. BELOW 


president Joseph F. Sheen, Chicago, of 
counsel Standard Life, Topeka; secre- 
tary, Russell H. Matthias, Chicago, 
Lutheran Brotherhood, reelected; treas- 
urer, C. J. Del Vecchio, secretary, Royal 
League; executive committee: Harold A. 
Reise, Italo-American Society, Chicago; 
T. R. Heaney, retiring congress presi- 
dent; O. E. Aleshire, president Modern 
Woodmen; Mrs. Antonina Czerniak, 
vice-president in charge of women’s pro- 
duction, Polish Roman Catholic Union, 
Chicago; William P. Schultz, Illinois 
state manager Aid Association for Luth- 
erans; J. P. Stock, Chicago, Illinois state 
manager Maccabees; Lendon A. Knight, 
general attorney Royal Neighbors, Rock 
Island; Mrs. Mary E. Murphy, Chicago, 
high chief ranger Women’s Catholic 
Order of Foresters. 


Lawyers Annual Gathering 


About 200 attended the meeting in- 
cluding some 50 lawyers who were pres- 
ent at the annual meeting of the Frater- 
nal Society Law Association. William 

Ewan, Kewanee, IIl., was elected 
president of the lawyers organization; 
Arthur J. Donovan, Chicago, retiring 
president, was elected past president; 
J. W. Randall, Dallas, vice-president; 
Alan W. Joslyn, Detroit, treasurer, and 

:F. Allen, general counsel Standard 
Life of Topeka, was reelected secretary. 

_Mr. Ewan is a practicing attorney and 
director of Fidelity Life; Mr. Donovan, 
general counsel Royal League; Mr. 
Randall, general attorney of the Prae- 
torians, and Mr. Joslyn, a member of 
Joslyn, Joslyn & Joslyn, Detroit law 
tm who specializes in fraternal law. 

At the lawyers’ meeting it was noted 
the National Fraternal Congress prob- 
ably at its annual meeting in September 
will vote to revive the February meeting 
of its sections which in previous years 

(CONTINUED ON PAGE 26) 


Fete Mielenz on 
50th Anniversary 


MILWAUKEE—President Morgan 
B. Brainard and Vice-President S. T. 


Whatley of the 
Aetna Life, paid 
warm tribute to 


Albert E. Mielenz, 
Milwaukee general 
agent, at the din- 
ner here celebrat- 
ing the completion 
of 50 years of serv- 
ice by Mr. Mielenz. 

The golden jubi- 
lee year of Mr. 
Mielenz has been 
an outstanding one; 
the Kiwanis Club, 
his service club, 
honored him with 
“Mielenz Day” and he received the Out- 
standing Citizen award of the Cosmo- 
politan Club. 

Mr. Whatley was toastmaster at the 
dinner, arrangements for which were 
handled by N. M. De Nezzo, field su- 
pervisor, and Alvin Moser, Mr. Mielenz’ 
supervisor. 

Mr. Brainard told of the warm friend- 
ship that has existed between Mr. 
Mielenz and himself since he assumed 
the presidency in 1923. Many times he 
has sought the counsel of Mr. Mielenz 
on perplexing problems. He stressed the 
important organization built by the 
Aetna Life’s general agents and said 
the agency built by Mr. Mielenz was 
among the best. 

Mr. Brainard presented Mr. Mielenz 
with one of the few 50 year service 
plaques that the Aetna has given out; 
the first, in fact, that has ever been 
presented to a general agent. 

F. R. Crumpton, Superior, Wis., dis- 
trict agent is also completing 50 years 
of service and received notice of the 
award of his plaque at the dinner. 

The banquet was attended by many 





A. E. Mielenz 


J. F. Holland Mentioned 
as Mo. Department Head 





JEFFERSON CITY, MO.—tThe de- 
layed inauguration of C. Donnell, 
Republican, as governor of Missouri 
here Wednesday, has caused a renewal 
of speculation as to whom he will name 
as successor to Superintendent Lucas, 
whose term expires in June. 

The name most frequently heard in 
connection with the insurance depart- 
ment post is that of J. F. Holland, St. 
Louis attorney, who was chief deputy 
under Superintendent Thompson. He is 
thoroughly conversant with the duties 
of the office, has had experience as a 
newspaper reporter prior to his admis- 
sion to the bar and is regarded as able 
to adjust himself to the situation which 
finds a Republican governor working 
with a Democratic dominated senate and 
house. 








agents with their wives from Wiscon- 
sin and northern Michigan, the super- 
visory staff, with clerical force, A. L. 
Wortmann, manager of Aetna Casualty, 
and various department heads. 

The clerical force presented Mr. Mielenz 
with a clock-desk set and the salesmen 
gave him a combination radio and 
phonograph. D. Teas, Wisconsin 
Rapids, made the presentation for the 
salesmen. 

Mr. Mielenz also received a leather 
binder in which were assembled hun- 
dreds of congratulatory letters and tele- 
grams. 


Perin to Fidelity Mutual 


L. B. Perin, supervisor of the Cin- 
cinnati agency of Penn Mutual Life, has 
been appointed assistant manager in the 
Paul Johnson Agency of the Fidelity 
Mutual. Mr. Perin had a number of 
years experience in the general insur- 
ance field before joining the Penn Mu- 
tual two years ago. 








teresting figures he has seen:— 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Concurrent 


In one of the Institute of Life Insurance “Hindsight and Fore- 
sight” advertisements, President Holgar J. Johnson quotes some in- 


“They showed that since 1900 the number of life insurance own- 
ers has increased six and a half times, to reach, in 1940, sixty-five 
million, approximately half the population of the country. The rate 
of increase has been the same as that of telephone subscribers, not 
as fast as that of automobile owners and domestic electricity con- 
sumers. Life insurance, the telephone, the automobile and electricity 
have all come of age at about the same time, at about the same rate. 
They are now great forces in our national life.” 


Coincidental with the growth of life insurance in America, since 
its beginnings in the ’40’s, has been the age of corporations, of in- 
vention, of the mechanical revolution, of chemistry and modern medi- 
cine, and later the age of electricity and gasoline. 


The concurrent growth of life insurance companies with these 
developments of business has been more than a coincidence. The 
savings of the many held in trust by the life insurance companies 
became reservoirs contributing to the fluidity of the necessary capital 
through investments, fostering new enterprises, stimulating produc- 
tion, and were thus largely instrumental in the growth. 


& *& 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 

















Florida Court Rules 
Out Tax Deduction 
on Cancellations 


Company’s Theory in 
Regard to Return Prem- 
iums Not Sustained 


An attempt of a southern life com- 
pany to save the premium tax that would 
apply on return premiums and collec- 
tions including surrender values claimed 
tantamount to a cancellation has been 
rejected by a court decision in Florida 
which was made the basis of a letter 
sent out by Commissioner Larson of 
that state to all life companies operat- 
ing there. 

The case was decided against the com- 
pany in the Leon county circuit court on 
the petition of the company to restrain 
the insurance department from collect- 
ing $1,523 premium tax upon $76,158. 

Commissioner Larson asked that com- 
panies acknowledge receipt of the bulle- 
tin advising of their compliance with the 
court findings. 


Company’s Contention in Brief 


The action was started in April, 1940, 
against W. V. Knott, then the commis- 
sioner, under equity case No. 6096. The 
contention of the life company’s counsel 
was that the sum involved was exempt 
from tax under chapter 19051 of the 
Florida laws of 1939 on a general theory 
that since this sum had been withdrawn, 
the company had not had opportunity to 
earn the interest yield necessary on it 
under the life insurance principle. 

The petition went on to state: “It is 
the contention of the plaintiff that the 
words which exempt from the 2 percent 
tax ‘return premiums’ and ‘cancellations’ 
must necessarily include surrender val- 
ues for cash consideration, as well as 
return premiums; and furthermore, that 
such words should cover and include 
dividends issued by the company to pol- 
icyholders which dividends are applied 
to reduce the premiums paid, and conse- 
quently, the premium paid the company 
by the policyholder is reduced by the 
amount of the dividend and is exempt 
from taxation under the statute to the 
extent of such reduction.” 


Larson Requires Compliance 


A final decree was entered by the 
Leon county court sustaining the state 
treasurer, who is insurance commissioner 
exofficio. This decision now stands as 
Florida law unless and until it should 
be reversed or modified by the Florida 
supreme court, Commissioner Larson 
pointed out and should be followed by 
all companies affected in computing and 
paying their premium taxes for 1940. 

“It has always been the contention of 
the Florida insurance department, Com- 
missioner Larson commented, “that divi- 
dends applied to the reduction or pay- 
ment of premiums are subject to the 2 
percent premium tax and the effect of 
this decision of the circuit court of Leon 
county (Tallahassee) is to uphold this 
contention of the state as well as to up- 
hold the state’s position on the question 
first brought up in this case that cash 
surrender values paid to policyholders 
are not deductible from taxable pre- 
miums. 

“At a later date this department will 
take up with the companies the effect of 
this taxation upon certain deductions ap- 
parently made heretofore by some of the 
companies in computing and paying their 
annual premium taxes to the state of 
Florida.” 





Paul R. Moore was given a testi- 
monial dinner in Columbus, O., by Paul 
M. Smith, general agent of New Eng- 
land Mutual. Mr. Moore has been with 
the agency 10 years, 
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State Farm Rally 
Is Largest Ever 


The annual convention in Chicago of 
the State Farm companies of Blooming- 
ton, Ill_—State Farm Mutual Automobile 
State Farm Life and State Farm Fire— 
borders on being stupendous. It has a 
pattern of its own, which is entirely un- 
like any gathering in the fire and casu- 
alty ranks but comes rather close to 
the enthusiastic, mass rallies of some of 
the industrial life companies. The con- 
vention crowd at the Stevens Hotel in 
Chicago this week numbered about 2,500, 
500 more than last year. 

Most of the producers are rugged, 
homespun men from farm, factory and 
pulpit. They are men who speak the 
language of the founder and genius of 
the organization, Chairman G. J. 
Mecherle. 

These are not sophisticated people. 
At the banquet they cheer and get an 
obvious thrill from the lighted ice cream 
parade. They are ecstatically apprecia- 
tive of the variety acts that were staged 
after the banquet. The banquet hour 
is 7 p. m. and the entire crowd is already 
nibbling at the rolls at 7:05. It is poor 
business for the cocktail lounges. Chair- 
man Mecherle is against it and it is not 
a drinking crowd anyway. 


Trimmings, Showmanship 


There is an abundance of trimmings 
and showmanship that keeps the crowd 
stirred at all times. Lapels are deco- 
rated with a variety of insignia, the most 
prominent being a huge circular button 
proclaiming “1941 Millionaire.” The 
company has a goal of getting 1,000,000 
automobile policyholders on the books 
by 1944 and those who up to this time 
have met the quota get the big button. 
Then there are various insignia for the 
different states. The meeting room is 
lined with flags of each of the states. 
There is the top hat parade. 

Agents appeared in high hats, low 
hats, Continental tri-corners with pig- 
tails for Virginians, the fez with a sun- 
flower on it for Kansas, etc. A large 
bank of tiered seats at the south end 
of the ballroom accommodated several 
hundred agents to whom special recog- 
niticn was accorded. The company had 
its own band. In addition there were 
noise makers which included pistols 
fired whenever the convention proceed- 
ings seemed to indicate the need of an 
exclamation point. The company had its 
own band and a choral group of about 
18 voices made up of Chief’s Men led 
by Harold Dale Saurer, agency sec- 
retary. 

Family Unity Prevails 

_ Increasing success of this convention 
is testimony to the feeling of family 
unity among State Farm agents, plus at 
the same time thoroughgoing recogni- 
tion of individuals at the conventions. 

Among company officials who took 
part in the opening session were A. W. 
Tompkins, agency vice-president; M. G. 
Fuller, vice-president State Farm Life; 
Reed Hanlack, State Farm Life; 
Charles Geib, supervisor fire; G. F. Al- 
cott, assistant director conversation auto- 
mobile; H. L. Mecherle, superintendent 
of commissions; Robert S. Wilson, 
registrar life; G. B. Brown, comptroller; 
K. H. Noll, vice-president auto; R. C. 
Mead, actuary; F. B. Coleman, vice- 
president claims. 

While recognition was given to a num- 
ber of production clubs, including the 
High Toppers, Knights of the Grand- 
stand, the 300 Club, the Million or More 
Club, Marathon, Black Cat, etc., the 
climax of the morning festivities came 
when the “goat,” representing No. 1 
place in life production, was turned over 
to A. M. Stanley, state director of Cali- 
fornia, by H. E. Baumberger, state 
director of Virginia. This was quite a 
ceremony. Frank Brown, Minnesota di- 
rector, leader in the “parade of states” 
was given the “oath of office” on an 
agent’s manual plus a little sales talk 
from the “chief justice of the supreme 


court,” who had previously come in with 
his associate justices disguised behind 
considerable facial decoration. Wyoming 
was second in the parade, Virginia third, 
Kansas fourth and West Virginia fifth. 
Mr. Brown presented a small “goat” to 
Mr. Baumberger. This part of the cere- 
mony was “enforced” by a gentleman 
carrying a 15-foot shotgun. 

George Davies, life supervisor, who 
was scheduled for the Monday morning 
program, was unable to attend because 
of impending arrival of the Davies’ 
family’s first baby. 


Annual Statement Figures 


One of the traditions is that the 
annual statement figures are released for 
the first time at the convention. This 
year the figures were revealed in the 
talk given by A. H. Rust, executive 
vice-president and treasurer of State 
Farm Mutual Automobile and president 
of State Farm Life. 

Mr. Rust stated that the holdings of 
mortgages has been increased somewhat 
in the life company. 

State Farm Life had insurance in 
force $66,487,762, an increase of $5,210,- 
710. Assets are $4,929,866, an increase 
of 25 percent. Surplus to policyholders 
is $728,296, increase $105,656. 

The multiple line nrogram offered by 
the State Farm companies gives agents 


the greatest opportunity and policyhold- 
ers the greatest service, Chairman G. J. 
Mecherle told agents. He stressed the 
unlimited possibilities for agents who 
develop a well balanced program of pro- 
duction over the three lines of life, au- 
tomobile and fire. 

Referring to the companies’ million 
policy campaign in the automobile field, 
Mr. Mecherle stated he had found after 
investigation of the difficult years in the 
past that in every instance “general line 
agencies were the most successful and 
felt the stress of the times the least of 
any agencies engaged in the business. 
Those who followed a distinct, special 
line found themselves in some measure 
of difficulty when the stormy days ar- 
rived.” 

While the companies’ advertising will 
be increased this year by only two addi- 
tional pages in the “Saturday Evening 
Post” and “Collier’s,’ the company is 
spreading out its advertising over a 
whole year instead of making it seasonal 
as formerly, according to G. E. Mech- 
erle, secretary State Farm Mutual. 

Others on the program were T. F. 
Campbell, secretary State Farm Fire 
“Preparedness Throuch Fire  Insur- 
ance”: Landis Dehl, Illinois local agent, 
“Working a Multiple Line”; Morris G. 
Fuller, vice-president life, “What They 
Do”: J. H. Parsons, conservation direc- 


Febru 
tor, “The Life Membership”; Mrs. June oe 
Goodman, Napa, Cal., “The Wife's Re. M 
sponsibility in Her Husband’s Succesg”. Q 
and A. W. Tompkins agency vice-pregj. 
dent, “Marching Orders.” an 





Milner Named Georgia Manager 


Connecticut General Life has entereg 


Georgia, and has appointed Whitne NE 
Milner as manager for the state. assoc! 

Mr Milner for the last few years has last 
been associated with the Connecticyt presi 
General in Chicago through Aviation dell } 
Insurance Sales, of which company he Mr 
was vice-president. He entered the Life 


business in 1930 with Connecticut Gen. 
eral at Cleveland. He is a son of W. J. 
Milner, Sr., who has been in the genera] 
insurance business in Atlanta for many 
years. 





Inspect Penn Mutual Home Office 


The Penn Mutual Life was host to 
the Philadelphia chapter of the National 
Office Management Association when 
99 members visited the home office to 
observe how Penn Mutual has solved & 
current office management problems. j 

Following a greeting by President 
John A. Stevenson, the program in- 
cluded an office tour, guided by a group 
of division heads. A question and an- 
swer session followed. 
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LIFE 





Liabilities 





GE: isa cunneieeaeeeewens et $ 520,953.30 Liabilities to Policyowners : 
Bonds— Life and Annuity Reserves..... $19,576,304.73 
U. S. Government .$1,375,264.84 Disability and other Reserves 
; : ' payable in Installments........ 1,117,322.34 
—— = ee 521.801.74 Accident and Health 
ee are LE » ne Premium Reserves ......... 74,910.05 
aon ag Death and other Policy 
and other Mu- Cletus Ponting ......5+.... 95,849.46 
nicipalities Seuchate 2,794,308.03 Premiums and other payments 
Public Utilities ... 2,402,885.36 made in advance of due dates. 202,052.92 
Railroads ........ 382,099.68 Reserved for: 
Institutional ...... 404,001.08 7,880,360.73 — 
State and other : 
First Mort L Ben! taxes and fees : 
ea oe eer 
Loans on Policies............0+6 2,353,280.40 aa 7770148 19597868 |b 
Contracts for Deed and Unencum- 4s ; ‘ Doiic - on 2 
bered Real Estate............. 3,996,367.46 iar eee - ee 
Premiums not yet due and Pre- For General Con- 
miums in course of Collection tingencies and 
secured by Policy Reserves..... 304,896.52 Fluctuation in 
Interest due and accrued and other Assets .......+. $ 449,967.68 
ere eee 198,364.65 Unassigned 
Surplus ...... 737,815.72 : 
TOTAL ADMITTED Capital Stock .... 1,000,000.00 2,187,783.40 
2 yer $23,440,201.58 OS We unevcweseveuns $23,440,201.58 


— Significant Facts — 


Life Insurance in Force $82,607,855 
Gain in Life Insurance in Force $2,250,816 
Accident and Health Premiums exceeded 1939 by 67% 


Admitted Assets $23,440,201 
Gain in Admitted Assets $811,603 


Extra Margin of Safety to Policyowners $2,187,783 
Paid to Policyowners and Beneficiaries since organization $24,952,195 
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MacLean Actuary 
and Vice-president 


of Mutual Life 


NEW YORK—Joseph B. Maclean, 
associate actuary of Mutual Life for the 
last 12 years, has been elected vice- 
president and actuary succeeding Wen- 
dell M. Strong, who retires March 1. 

Mr. Maclean has been with Mutual 
Life since 1911. Before that he was 
with Scottish Temperance Life at Glas- 





J. B. MACLEAN 


gow. He became actuarial assistant of 
Mutual Life in 1919, assistant actuary in 
1920 and associate actuary in 1929. 

He is one of the foremost actuaries in 
this country and has written books on 
life insurance and actuarial science 
which are widely accepted as standard 
text books. He is a fellow of the Fac- 
ulty of Actuaries in Scotland, the Insti- 
tute of Actuaries of London, Actuarial 
Society of America and American In- 
stitute of Actuaries. From 1932-1939 he 
was secretary of the Society and is now 
vice-president. 

Served in British Army 


From 1914-1919 Mr. Maclean was in 
the British army, serving as captain with 
the Cameronians. When the then Prince 
of Wales, now Duke of Windsor, visited 
the United States in 1919 he bestowed 
the military cross on Mr. Maclean for 
gallantry in action, 

Walter Klem has been made associate 
actuary, succeeding Mr. Maclean. He 
entered Mutual Life service in 1918 as a 
junior clerk, became head of the mathe- 
matical section in 1925 and assistant 
f He is a fellow of the 
Actuarial Society, American Institute of 
Actuaries and was a member of the In- 
ternational Congress of Actuaries in 
1930 in Stockholm and in 1937 in Paris. 

Manuel Gelles succeeds Mr. Klem as 
senior assistant actuary. After graduat- 
ing from New York University he en- 
tered the actuarial department. In 1924 
he became section head and actuarial as- 
sistant, and was made an assistant actu- 
ary in 1937. He is a fellow of the Actu- 
arial Society. 


Take Prudential Man 
, Mutual Life has also appointed as as- 
sistant actuary Edward H. Wells, for- 


— of Prudential. He is a graduate 
of Wooster College and was success- 


4 ively on the faculty of Lafayette, Prince- 


ton and the Universit 4 % 
shire. He b kctheonatae i 


He is a fellow of 


2 the American Mathematical Society and 


Society of America. Mrs. 


| Motheral graduated from Smith College 


ed has been with Mutual since 1918 
lere she has served as a section head 


and general assistant in the actuarial de- 
Partment. 





Lincoln National 
Statement Booklet 
in Q. & A. Style 


A new departure in the presentation 
of its annual financial exhibit is evi- 
denced in Lincoln National Life’s 1940 
statement booklet. Featured in this 
statement is a section devoted to asking 
and answering questions of general in- 
terest. The department is presented as 
an imaginary interview between Mr. 
Policyholder and Mr, Management. 

Mr. Policyholder asks a total of 37 
questions, ranging widely in subject 
matter. Especially prominent are ques- 
tions pertaining to payments to policy- 
holders, income and exnenditures, sur- 
plus, contingency reserves, capital, new 
business written, mortgage loan invest- 
ments, real estate, bond investments, the 
company’s assets, insurance in force. 
The answers which are written in easy- 
to-understand language give the policy- 
holder factual data and pertinent com- 
ments regarding all subjects discussed. 

Chairman Arthur F. Hall and Presi- 
dent A. J. McAndless, in the foreword 
state: 

“In annual reports to policyholders 
we attempt to set forth fully and clearly, 
the principal facts about this company’s 
condition and progress. We hold the 
view that our reports should not be 
standardized to present the same set of 
facts in the same way year after year. 
This year, more than ever, people are in 
an inquiring state of mind. They have 
questions about almost everything, and 
they want precise answers. Our pol- 
icyholders have been questioned about 
their life insurance but many of them do 
not have the time to seek out answers 
for themselves from a mass of statistical 
information, and some questions cannot 
be answered by a balance sheet. Ac- 
cordingly, for 1940 we present our re- 
port in a somewhat different form.” 


Colorful Publication 


“In the following dialogue, Mr. Pol- 
icyholder and Mr. Management discuss 
the company and life insurance gener- 
ally. Read it carefully. Let your bene- 
ficiaries read it. Feel free to write to 
the management for further informa- 
tion if all your questions are not clearly 
and completely answered.” 

The booklet is a colorful 24-page pub- 
lication. 

Here are a few sample questions. 

“T have noted in the company’s bal- 
ance sheet items headed ‘Surplus and 
Contingency Reserves.’ What do they 
mean to me as a policyholder?” 

“What do the Lincoln National’s con- 
sistent gains in insurance in force mean 
to me as a policyholder?” 

“Why is it necessary for a life insur- 
ance company to have such large as- 
sets?” 

“In talking about the company assets, 
you have quoted some big figures. Now 
can you show me how each one of my 
dollars is invested?” 

“How does the Lincoln National col- 
lect and supervise bond holdings?” 

“Can you tell me something about 
mortgages? Why does the Lincoln Na- 
tional invest in mortgage loans?” 

“I notice a revenue statement on 
Pages 18 and 19 of this report. Why do 
you present a statement in this form 
which seems unusual for a life insurance 
statement?” 





H. R. Kendall, chairman Washington 
National of Evanston, Ill., who has been 
incapacitated for active service for a 
year due to eye affliction is spending 
the winter at Clearwater, Fla. Some 
of the time he has been hospitalized. 
He was recovering from his first mal- 
ady when his eyes were attacked with 
an entirely different and totally unre- 
lated disease. Between seasons he 
spent some time at his office. 

Geo. R. Kendall, president of the 
company spent February at Miami 
Beach. 
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Reflecting a greater and more substantial 
growth than any other twelve-month period 
in The Franklin's history, 1940 produced 
noteworthy results: 


Assets increased $5,272,365.92 to a total of 
$44,839 ,073.97. 


Insurance in force . . . $209,310,078.00... 
a gain of $31,720,855.00 for the year. 


Policy reserves increased 10.7 per cent. 
$813,069.91 was added to capital and sur- 
plus, bringing the total to $2,252,972.30. 


During the year $3,445,470.48 was paid to 
policyholders and beneficiaries. The total 
amount paid to them since organization, 
plus the funds currently held for their bene- 
fit . . . $119,229,902.96. 


New, modern and attractive policy forms 
were introduced during the year (both par 
and non-par). 


From every angle, The Franklin is today 
superbly equipped for greater development 
and growth in the future. 





She 
FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 
CHAS. E. BECKER, President 
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Elected President of 
Atlantic Life 








R. R. LOUNSBURY 


RICHMOND, VA.—R. R. Louns- 
bury, president of Bankers National Life, 
Montclair, N. J., was elected president of 
Atlantic Life here Tuesday at the an- 
nual meeting. He succeds S. F. Cla- 
baugh who had been president for sev- 
eral years. Mr. Clabaugh, major of the 
United States Army Reserve Corps, has 
been called to active duty. He had re- 
mained on leave of absence for a time 
after being called into service. 

Mr. Lounsbury is a former president 
of the company, having been elected 
when interests associated with him ac- 
quired control some years ago. James 
N. Hyson of Scarsdale, N. Y., who is in 
the investment business in New York, 
was added to the board. 

The annual report of Atlantic Life 
showed increases in both insurance in 
force and in assets. 








H. B. Corell, 23 Years with 
Mich. Department, Ousted 


LANSING, MICH.—H. B. Corell, 
veteran first ‘deputy insurance commis- 
sioner, who has been with the Michigan 
department 23 years, most of that time 
in his present position, has been dis- 
missed. 

Corell is a Republican but his status 
was not questioned during the Demo- 
cratic administrations of former Govern- 
ors Comstock and Murphy when C. E. 
Gauss served as commissioner. Mr. 
Gauss made no political changes in the 
department and declared on many occa- 
sions that he felt it unwise to interfere 
with personnel in a division requiring so 
high a degree of technical knowledge. 

Frank M. Cordero, Detroit, has been 
named to succeed Mr. Corell. While 
lacking in insurance experience, so far 
as could be learned here, he is said to 
be a trained accountant and tax expert. 
He was formerly secretary of the Dem- 
ocratic state central committee, and 
served as assistant Wayne county clerk 
1933-1936. 


Ferre Watkins Gets Ill. 
Liquidation Bureau Post 


Ferre C. Watkins, Chicago attorney, 
has been named general counsel for the 
Bureau of Liquidation of the Illinois In- 
surance Department by Governor 
Green. The salary is $12,000, the best 
in the gift of the administration. He 
succeeds H. B. Hershey, democratic 
candidate for governor last fall. Mr. 
Watkins is a graduate of Illinois Wes- 
leyan law school, active in the American 
Legion, the Illinois and Chicago Bar 
Associations. He was active in the man- 
agement of Governor Green's campaign. 





Real Estate 
Rehabilitation 


Proves Effective 


President W. W. Head of General 
American Life in the annual statement 
booklet gives some interesting specific 
examples of the effectiveness of the com- 
pany’s program of rehabilitating real 
property to which it comes into pos- 
session by way of foreclosure. General 
American, for instance, acquired a 2,793 
acre farm in 1933 which was carried on 
the books for $50,800. In 1933 the net 
income from the entire farm was less 
than $300. In 1934, a program of re- 
habilitation and company operation was 
put into effect. Buildings were repaired, 
land cleared, drainage provided and the 
proper rotation of crops and agricultural 
methods employed. The result has been 
that for the past five years the net in- 
come from the property has averaged 
$8,000 annually. Partial sales consum- 
mated and sales pending involve a total 
sale price of $116,650. There remain 
319 acres having an appraised value of 
about $10,000. 

Another example is that of an office 
building in a small middle western town 
which was acquired in 1937. The earn- 
ings from the property in 1936 had been 
$6,600. The company’s method of re- 
habilitation and operation were placed 
into effect resulting in a total expendi- 
ture of about $17,000. Earnings from 
the building rose steadily until in 1940 
the net earnings were $34,000. 

Over the four year period of owner- 
ship total earnings have been about 
$84,000. 

In its farming activities, General 
American, according to Mr. Head, has 
established a policy of soil conservation 
and scientific agricultural operation. 
This, aided by general business re- 
covery, has returned profits in increasing 
yields and has facilitated sales on a 
sound financial basis. In 1940 the net 
earnings of all real estate after payment 
of direct expenses of operation including 
taxes and repairs, were 4.19 percent on 
the book value. In 1934 the correspond- 
ing figure was 1.04 percent. 





Travelers Names Ayres 
Group Sales Superintendent 


Carl S. Ayres has been made super- 
intendent of group sales and S. S. May, 
H. Ladd Plumley and W. B. Loomis, 
assistant superintendents, for Travelers. 

Mr. Ayres is a graduate of Notre 
Dame University. He joined Travelers 
in 1923 as a field assistant at Indian- 
apolis. In 1927 he was moved to the 
55 John Street office in New York as 
assistant manager, group lines and in 
1928 was made group supervisor of that 
territory. In 1930 he went into the 
home office where he continued his su- 
pervisory duties on a wider scale. 

Mr. May did his first work for Trav- 
elers as a workmen’s compensation spe- 
cial agent at Atlanta in 1917 and later 
at Detroit. Later he became a special 
group representative, first at Pittsburgh 
and then at Atlanta. In 1921 he was 
made assistant manager of the life de- 
partment at Atlanta. He was later 
transferred to Charlotte as manager. In 
February, 1924, he went to the home of- 
fice as agency assistant. 

Mr. Plumley graduated from Williams 
College. He joined the group depart- 
ment of Travelers in 1925, serving first 
in the underwriting division and later 
as district group supervisor and home 
office group supervisor. 

Mr. Loomis joined Travelers in 1937, 
went through the training school and 
was assigned to the Hartford territory 
as a group assistant. In 1938 he was 
transferred to the home office as a 
group supervisor. 


Institute Meeting Sept. 25-27 

The Institute of Home Office Under- 
writers has selected Sept. 25-27 as the 
dates for its annual meeting at the Edge- 
water Beach Hotel, Chicago. 








Appearing in February issues of the Saturday Evening Post, 
Time, and the National Geographic Magazine 


Lincoln’s Vision for America 


URING Lincoln’s birth month we may well recall his 
D remarkable ‘Vision for America,” contained in his 
thoughtful conclusions on the Revolutionary War and the 
founding of the United States. He said: 


“There must have been something more than common that 
these men struggled for. I am exceedingly anxious that that 
thing—that something even more than national independ- 
ence; that something that held out a great promise to all the 
people of the world to all time to come—I am exceedingly 
anxious that this Union, the Constitution, and the liberties 
of the people shall be perpetuated in accordance with the 
original idea for which that struggle was made.”’* 


All the free people of the world again pay homage to the 
virtues of Abraham Lincoln and give heartfelt heed to his 


good counsel. *From Address at Trenton, New Jersey, February 21, 1861. 


More Than a Billion Dollars of Insurance in Force 
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Highlights From 1940 Statements 





An average of $561,290 a day was paid 

by Equitable Society to policyholders 
and beneficiaries in 1940. Total for the 
ar amounted to $205,432,000. 
To each $1 of premium income 27 
cents was added as earnings on invest- 
ments, making a total income for the 
year of $1.27. This $1.27 was used as 
follows: benefit payments to widows and 
children, education, to provide for old 
age, etc., 49 cents; set aside as reserve 
funds to meet future benefit payments, 
49 cents: operating expenses and taxes, 
11 cents: additions to contingency re- 
serves and surplus, 5 cents. Policyhold- 
ers received as dividends the remaining 
13 cents. 

The annual report is presented to pol- 
icvholders as a human document, with 
color pictures, picture graphs and other 
illustrative devices to dramatize the 
company’s figures and progress for the 
year. Emphasis is given uses of money 
in the nation’s economy. 

New ordinary sales were $290,519,871 
and new group insurance $90,011,508, 
making a total of $380,531,379. At the 
end of the year $4,772,825,860 of ordi- 
nary and $2,364,094,782 of group was in 
force, a total of $7,136,920,642, up $200,- 
714,153. Premiums, including annuity 
and group, were $300,540,450, up $26,- 
012,402. 


On Income Options 44% 


Demonstrating the rapid growth of 
“planned” insurance programs, of death 
claims settled under individual policies, 
44 percent of the benefits, or $24,918,719, 
was left with the Society for. payment 
in accordance with income plans. Ten 
years ago only 11 percent of maturing 
claims was left with the Society to ful- 
fill a definite program. 

The lapse and surrender rate in 1940 
were the lowest in 20 years. 

Interest rates have become the most 

important single factor affecting life in- 
surance costs today, the report states. 
During the past ten years there has been 
an increase in the amounts available for 
distribution to policyholders as dividends 
from mortality savings and expense pro- 
visions, but the amount available from 
interest earnings has steadily declined. 
Earnings rate on assets declined from 
3.38 percent in 1939 to 3.27 percent in 
1940, 
_ Equitable has set aside for policy div- 
idends $33,508,570 for 1941. Total divi- 
dends paid since organization amounts 
to $1,043,.517,000. 


Analysis of Assets 


Assets were $2,564,466,180, an increase 
of $162,574,651, aiding industry and 
small business, public utilities, railroads, 
the government, and home owners in 
évery state. Principal investments in- 
cluded U., government obligations, 
$222,619,036; public utility, $475,078,157; 
railroad, $410,654,430; railroad equipment 
obligations, $46,542,585; industrial, $259,- 
887,483; other bonds, $60,476,866; pre- 
terred and guaranteed stocks, $48,560,059; 
Mortgages, $327,952,152; real estate, 
154,703,074; and loans to policyholders, 
$216,989,036. Surplus was $99,793,960, a 
gain of $15,898,302. 

, Chief cause of death among policy- 
holders was heart and other circulatory 
accounting for 44 percent of 
death claims. Cancer ranked second 


ye 


| with 14 percent, while nephritis and ac- 


: 


cidents each accounted for 6 percent. 
. Some confusion has arisen in compar- 
ing the insurance written of Equitable 
Society in 1940 with that of 1939. The 
msurance written in 1939 is listed in 
MOst sources as $764,673,792 which su- 
perficially would indicate that the pro- 
duction for 1940 was only about one-half 
of that for the previous year. 
2 “i explanation is that in 1939 Equi- 
i ol -v use of a formula translated all 
talizeien business, including hospi- 
“a, and accident and health into 
‘himy ed life _Msurance volume and 
a this with group life and ordi- 
Tn " Produce a figure of $764,673,792. 
dist 1940 report, however, it makes a 
““nction and does not include the 


group coverages other than life in its 
volume of insurance written. The group 
life written in 1940 was about $90,000,- 
000 which compared with about $100,- 
000,000 the previous year. The new or- 
inary business written in 1940 was some- 
what greater than that of 1939, so that 
the total life insurance volume for both 
years was practically the same. 


RELIANCE LIFE 


Reliance Life reports $504,774,839 life 
insurance in force. Assets total $132,- 
803,268, of which $1,664,933 is cash, $15,- 
822,269 U. S. government obligations 
and $84,481,265 other bonds. Policy 
loans total $19,790,221. Policy reserves 
amount to $114,079,390, and reserves for 
future payments under supplementary 
contracts, $7,737,533. Dividends left 
with interest amount to $2,464,312, cap- 
ital $1,000,000 and surplus $3,650,000. Ac- 
cident and health premium income to- 
taled $780,103. 

WISCONSIN NATIONAL LIFE 

Wisconsin National Life in its new 
statement is able to point to plus signs 
all along the line. Assets are now $9,- 
968,983, an increase of $479,419. There 
was an increase in reserves of $448,252. 
Capital is $400,000, net surplus $579,344 
and surplus for contingent emergencies 
and depreciation of securities $375,000, 
making surplus to policyholders $1,354,- 
344. At market, the value of bonds ex- 
ceeded amortized values by $182,597. 

Insurance in force is $41,388,382, an 
increase of $1,202,398. 

Wisconsin National is emphasizing 
accident and health insurance these days 
and its increase in premiums in that de- 
partment was $22,451. 


NEW WORLD LIFE 


New World Life reports a gain in 
insurance in force 32 percent greater 
for the past year than in 1939. There 
was a gain of 6 percent in new business, 
due largely to an increase in the aver- 
age size of the policies, which in 1940 
was the largest the company has ever 
enjoyed. 

Insurance in force exceeds $42,000,- 
000. Capital is $1,134,500 and net sur- 
plus exceeds $683,000. 
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Map Program for Eastern 
L.A.A. Group Rally March 14 


The program has been arranged for 
the Life Advertisers Association east- 
ern round table in New York March 14. 
Arthur H. Reddall, Equitable Society, 
heads the program committee. 

At the morning session guest speak- 
ers will be heard. The luncheon speaker 
will be Sumner Davis, Provident Mu- 
tual, president of the L. A. A. 

In the afternoon, the members them- 
selves will conduct panel discussions. 

The theme is “Checking Back on Our 
Advertising.” 

The keynote talk will be made by 
Howard D. Shaw, Continental Amer- 
ican Life; “Direct Mail” is the subject 
of Frederick W. Floyd, general agent, 
Columbian National Life, Philadelphia; 
“Reaching Women’s Market,’ — Miss 
Beatrice Jones, Equitable Society, vice- 
president New York City Life Under- 
writers Association; “What Makes Peo- 
ple Read Advertising,” Herbert Thomp- 
son of Arthur Kudner, Inc., and Se- 
neca Gamble of the Massachusetts Mu- 
tual. 


Eight Agencies Gather in Ohio 
COLUMBUS, O.—Eight agencies of 
New England Mutual Life will hold a 
conference here. March 7-8. About 75 
men will attend representing the Colum- 
bus, Cincinnati, Cleveland, Toledo, Pitts- 
burgh, West Virginia. Louisville and In- 
dianapolis agencies. From the home of- 
fice will come Walter Tebbetts, Robert 
J. Lawther and W. E. Hays. The Co- 
lumbus agency will entertain at a 
smoker and a dinner also will be given. 





DEPENDABLE PERFORMANCE 


PROGRESS 
Marks Our 95th Year 


Insurance in Force stands at $1,084,835,793, the greatest 
volume in the Company's history. It represents a gain of 
$42,980,589 during the year. 


New Insurance Protection to the extent of $101,948,307 was 
taken out, which is 11.19 more than in 1939, and the largest 
volume in the past decade. 


Assets were increased by $29,382,558 to a total of $394,- 
881,555. 


Surplus was strengthened by an additional $1,546,345, and 
now stands at $14,566,843. 








ASSETS 


TT ee re $ 6,698,436 
*Bonds: 23,517,019 
131,757,252 


Stocks (Market Value)..................... 16,438,070 
WMarbgnge LOGRS . 5. ic ccc cece. 158,029,122 
I oo genic aa id wade fase ole 34,489,729 
Home Office Property.................... 2,375,000 


Other Real Estate..................0..... 
Interest Due $226,955 and Accrued $3,863,792 
Net Deferred and Outstanding Premiums... . 


10,722,158 
4,090,747 
6,764,022 





Total Admitted Assets................. $394,881 555 


*At Book Value—adjusted to Market Value in case 
of Bonds not Subject to Amortization. 


LIABILITIES 


Policy and Contract Reserves.............. $319,110,715 
Policyholders' Funds: 


Policy Proceeds left with Com- 
eg an ka ale 4 esens $33,875,547 


Accumulated Dividends 13,996,265 
Advance Premium Fund...... 4,343,857 


52,215,669 
5,450,000 
1,300,000 
| 047,836 


Reserve for 1941 Dividends............... 
Reserve for Taxes Payable in 1941 
Miscellaneous Liabilities 


Market Fluctuation and 
gency Reserve 


Surplus 


Investment Contin- 
1,190,492 
14,566,843 





Te eee Le $394,881 ,555 


CONNECTICUT 





LEFE ENSURANCE COMPANY: HARTFORD 
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Review Tax Problem 
of Companies 


“We are in for a lot of serious 
changes and increases in taxation,” 
W. W. Chambreau, tax expert, Wash- 
ington, told Chicago Actuarial Club 
members. 

Intent of the second 1940 revenue act 
is to include all corporations, he stated. 
On the “insurance company income and 
defense tax return” companies will have 
to pay the 10 percent income defense tax 
on normal-tax net incomes of not more 
than $25,000. 

The form provides for figuring excess 
profits net income, and companies will 
have to make a showing and answer 
certain questions on excess profits, 
although there is some question as to 
whether they will be affected by the tax, 
since allowable deductions in most cases 
exceed income. ; ; 

What basis will life companies use, 1n- 
come or invested capital? In the last 
few days the Bureau of Internal Reve- 
nue has indicated that the companieis 
will have time beyond March 15 to de- 
termine whether to take the income or 
invested capital basis. Prior to this, 
the procedure would have been for the 
bureau to designate the invested capital 
basis if the company did not elect by 
March 15, Mr. Chambreau stated. 


Deductions Carry Over 


One new item is that net operating 
loss deductions, if not used up in a pre- 
ceding year, say 1939, may be carried 
forward, with certain adjustments. This 
is not designed particularly for life com- 
panies but is granted to them as well as 
others. If not absorbed, it may be 
carried to the second year. This will be 
helpful if.the tax basis continues as at 
present, which Mr. Chamgreau doubts. 

Mr. Chambreau termed significant a 
recent decision of the U. S. Board of 
Tax Appeals in the case of John Han- 
cock Mutual Life. The commissioner 
of internal revenue ruled that John Han- 
cock and four other companies were 
liable for payment of federal taxes on 
the estate of Bert Hanna, Detroit, be- 
cause Mr. Hanna had left the funds with 
the company to be paid beneficiaries as 
income, making the companies trans- 
ferees under. the definition of the 1926 
revenue act, as amended. The board of 
tax appeals upheld this view. The estate 
of Mr. Hanna was insolvent. _ 

Consolidated with the John Hancock 
petition were petitions of the North- 
western Mutual, Connecticut General, 
State Mutual Life, and Equitable Life 
of Iowa. A total of $243,350 on 15 poli- 
cies was involved, all of it set up. for 
payment to beneficiaries on substantially 
the same basis. 


Liable for Estate Taxes 


In each proceeding the parties stipu- 
lated that the question for decision was, 
are the companies transferees of the pro- 
ceeds of the policies left on deposit with 
them upon decedent’s death, and are 
they liable for payment of the federal 
eestate tax plus interest? The board 
said they. are. 

“Since the decedent did not elect dur- 
ing his lifetime to accept the cash sur- 
render values or to require payment of 
the proceeds to his executor or his ad- 
ministrator, the entire face value of the 
policies came into possession of the in- 
surance companies at his death, to be 
used in making payments under the set- 
tlement options,” the board held. 
“Where the proceeds of a policy of in- 
surance are paid to a beneficiary in a 
lump sum upon the insured’s death, then, 
of course, the beneficiary of the insur- 
ance policy is the transferee of the pro- 
ceeds of the policy and not the com- 
pany. But where upon the death of the 
insured the company at the direction of 
the deceased pays over the proceeds of 
the policy itself, to be held on deposit 
for deferred setlement with the named 
beneficiary, it is a transferee. It is, of 
course, true that such transfers as these 
are only book entries, but they are sub- 
stantial and of important consequence.” 


Ely Is Actuary of Country 
Life; Mieher Is Manager 


Ray E. Ely, manager of the actuarial 
department of Central Life of Iowa, was 
named actuary for Country Life 
Wednesday. He succeeds Howard C. 
Reeder, who becomes vice-president and 
actuary of Continental Assurance. D. 
C. Mieher was made manager. 

Mr. Ely has had 7% years’ life insur- 





DAVID C. MIEHER 


ance experience in the actuarial depart- 
ment of Central Life. He has been 
manager of the department since 1936. 
He is a graduate of South Dakota State 
College and received his masters degree 
from the University of Nebraska. For 
two years he was instructor in’ mathe- 
matics at the: University of Wisconsin. 
He is an associate of the Actuarial So- 
ciety of America and the American In- 
stitute of Actuaries. Mr. Ely is mar- 
tied and has three children. 

In addition to his duties as actuary of 
Country Life, Mr. Ely will also be con- 
sulting actuary for Illinois Agricultural 
Mutual and Farmers Mutual Reinsur- 
ance, which, like Country Life, are asso- 
ciated companies of the Illinois Agricul- 
tural Association. 

Mr. Reeder has been actuary of Coun- 
try Life since 1933 and during the last 
three years has also been manager of the 
home office. Mr. Reeder’s responsibili- 
ties ‘as home office manager will be taken 
over by Mr. Mieher, sales manager for 
Country Life, who was elevated to man- 
ager of the company by directors. 








The companes are liable for the tax. 

The beneficiaries would.perhaps have 
the right to intervene in such proceed- 
ings, the board indicated, but did not in 
this case. 

There was more than enough left with 
the companies in policy proceeds to pay 
the taxes. 


Recovery Discussed 


While the question of recovery from 
the proceeds already paid was not raised, 
Mr. Chambreau supposes that the com- 
pany would have the right of subroga- 
tion in a case of this kind. Recovery 
might be worked out by negotiation with 
the estate. He added that in the collec- 
tion of a tax from a transferee the gov- 
ernment has an aditional year. 

In view of the board’s decision it 
might be well for life companies to 
check on estate taxes before starting 
distribution of policy proceeds. Mr. 
Chambreau suggested. The board’s de- 
cision is indicative.of a trend, and the 
attitude of the higher courts ‘today 
probably would sustain it. 

A note of warning was injected by 
Ross E. Moyer, actuary for Continental 
Assurance, who is going to a similar 
position with the Northwestern National 
Life, on level premitim policies that 


Penn Mutual 
Takes Soundings 


Penn Mutual Life has sent to its gen- 
eral agents an interesting questionnaire. 
Vice-president A. E. Patterson states 
that it is the company’s method of 
talking soundings” and the management 
is particularly eager to discover those 
things which the general agents feel are 
helpful, worthwhile and productive of 
results. 

The questionnaire seeks to find out 
how many men have secured the C. L. 
U. designation, how many are studying 
for the examinations, what the general 
agent is doing to promote interest in 
C. L. U. There are questions regarding 
company bulletins, regarding the per- 


centage of the agency staff that belongs . 


to the National 
Underwriters. 

There are inquiries as to the attitude 
of general agents toward Penn Mutual’s 
national advertising, the reaction of their 
agents and of the public. Questions are 
asked about the text of the advertise- 
ments, whether they should appear in 
other publications. It inquires about 
the Institute of Life Insurance and the 
Managers Magazine. Penn Mutual seeks 
to find out whether the general agents 
like the regional conferences, how often 
they should be held. 

Questions are asked about direct mail 
such as: “Is it used in your agency”? 
“Are new men encouraged to utilize it”? 
“What letters have proved most effec- 
tive”? “What volume of business results 
from direct mail”? “Is any one plan 
of direct mail being used predomi- 
nantly”? “If so, which”?. There are 
questions about the effectiveness.-of the 
prospect bureau and how it is handled. 

The final questions are: 

“What are we doing that we shouldn’t 
be doing’? 
“What 

should”? 


Association of Life 


aren't we doing that we 








carry a double or triple face value up to 
a certain age and then reduce, where 
such policies contain the conversion 
privilege. The amount needed to con- 
vert at the larger principal sum will be 
substantial after some years in force, 
probably too expensive for the aver- 
age insured: However, if the insured 
becomes overweight, or develops a heart 
murmur, or for some other reason can- 
not get standard insurance, he is likely 
to convert. If this type of policy pro- 
vides conversion, it could be pretty ex- 
pensive from the standpoint of adverse 
selection 25 to 30 years from issue. 
Continental does not include the conver- 
sion privilege in the policies of this type 
it issues, Mr. Moyer stated. 

The present seems to Mr. Moyer the 
logical time for life companies to in- 
crease rates. The public is well aware 
of decreased interest earnings, and com- 
panies have reduced return to’ policy- 
holders to about as low a level as they 
can and still be competitive. 

Howard C. Reeder, actuary for the 
Country Life, who is going with Coniti- 
nental Assurance in that capacity, dis- 
cussed several policies of the type that 
provide an increased principal sum up to 
a certain age and then reduce. Country 
Life’s “mortgage” policy has in three 
months produced more than $7,000,000 
of business. While designed as a mort- 
gage policy, it has been sold 80 percent 
for family protection. 

The club elected to membership Dr. 
John R. Abernethy, Central Life of IIli- 
nois; V. E. Holland, Pilgrim “National 
Life; John Bilsbarrow, Benefit Associa- 
tion of Railway Employes, and Gerald 
Leies. 





S. T. Whatley, vice-president of Aetna 
Life, paid a short visit to the Aetna Life 
agency in Chicago Friday.. He was re- 
turning to the home.office after attend- 
ing the 50th anniversary celebration of 
Albert E. Nielenz, general agent for the 
company at Milwaukee. 


——= 
ee 
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Travelers Agent in N. Y. 
Gives Cupid a Lift 


Francis H. Wheeler, agent for 
Travelers in the Empire State, 
New York branch, recently gave 
“Cupid” a lift by making it pos. 
sible for a Dutch girl in England 
to sail to America to be married, 
One of Mr. Wheeler’s clients 
had a nephew who was forced to 
leave England because of the war 
after completing only two’ years 
of a Rhodes scholarship at Oxford 
University. The nephew, how. 
ever, had previously fallen in love 
with a girl student from The 
Netherlands, but had to sail back 
without her because of transporta- 
tion and immigration difficulties, 
Now, back in America, the nephew 
was moving heaven and earth try. 
ing to cut through the red - tape 
which kept him separated from 
his cee, 
Only one last barrier needed to 
be overcome and that was proper 
certification of the financial stand- 
ing of the nephew and his family, 
The government required’ ‘state- 
ments as to the cash values of the 
uncle’s life insurance — policies: 
Within 24 hours after Mr. Wheeler 
discovered what was needed, the 
cash values were computed, an 
affidavit drawn up in triplicate, 
signatures witnessed and attested 
and the information given the cli- 
ent, with nothing more to be done. 
The executive is appreciating the 
service given him by his insurance 
agent, and Mr. Wheeler is now 

‘ awaiting an introduction to the lit- 
tle Dutch girl he helped change 
from “Miss” to “Mrs.” 























Read's Former Assistants 
Make Good in Other Fields. 


OKLAHOMA . CITY—Commissioner 
Read of Oklahoma.may not be infallible 
in picking a Kentucky Derby winner, 
but is a little cocky over. his ability to 
pick a winner for. assistant commis 
sioner. Since he took office in 1926, he 
has selected five assistants and each re- 
signed to attain success in his particu- 
lar business field. 

His first selection was Royce Savage, 
just out of law school at the Oklahoma 
University who served in 1927-28. He 
resigned to take up general law practice 
and now, at the age of 36 years, has been 
appointed U. S. district judge for north- 
ern Oklahoma, with headquarters 3 
Tulsa. 

Then came J. B. Thompson, a class 
mate of his predecessor, He remainei 
until 1931, when he resigned to practice 
law at Ardmore. He was elected statt 
senator in 1936, reelected in 1940, ands 
now prominently mentioned for Cor 
gress. 

Straight from college came Leonaft 
Savage, younger brother of Royce, but 
equally as ambitious and aggressive. He 
resigned in 1934 to practice law in Oki 
homa City. He specializes in insurantt | 
and now represents several of the large’ | 
companies. _ 

F. A. M. Petree, the fourth choitt | 
worked with the commissioner neat!!| 
four years, resigning as regular assistatt | 
to become his special assistant to hand, 
all receivership cases. The present — 
cumbent is J. F. Gibson, who his et: — 
ployer says is doing a “swell job” ands — 
in line for something better when he® — 
ready to enter the general business field 








Quarterly Book Reviews 


The insurance group of the Spec# 
Libraries Association publishes ¢@ 
quarter a booklet, “Insurance Book Kt 
views,” which contains brief reviews © 
outstanding insurance publications * 
sued the previous three months. 
cost is 50 cents for one-year or $1 fo. 
three years. Margaret C.: Lloyd, Re# 


Credit Company, Atlanta, handles * 


‘ Febr 





circulation list. : : 3 
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i McGovern Stock of Aetna 
‘and Travelers on Sale 


HARTFORD—The first group of 
Travelers shares from the estate of the 
late Patrick J. McGovern, largest in- 
dividual holder of Travelers and a large 
owner of Aetna Life stock, was 
moved in an over-the-counter sale 
here last week by Putnam & Co. 
The 3,000 shares sold at $400 a 
share for a total of $1,200,000. Whether 
the shares went out in a single block or 
in a few large blocks was not disclosed, 
but the issue was placed before noon 
of the day on which they went on the 
market. It was the largest transaction 
of its kind in Hartford in many years. 


Stock Moves Promptly 


The stock, in the process of liquida- 
tion to meet taxes and other expenses 
of the estate by its executor, has sold 
between $385 and $468 during the past 
vear or two. On Feb. 20, the day the 
3,000 group moved here, the stock was 
quoted in the over-the-counter market 
at $293 bid and $403 asked. Prompt 
movement of the 3,000 shares was all 
the more remarkable because of the 
weakness of the New York stock 
market. 

On Tuesday of this week 40,000 
shares of Aetna Life stock from the es- 
tate were liquidated at $26.50 per share. 
The transaction was handled by Put- 
nam & Co., as agent for Hartford Na- 
tional Bank & Trust Co. Price range 
of Aetna Life’s stock in 1940 was $23 
to $32.76 a share. 

Effect of the McGovern sales on 
Aetna and Travelers stocks has been 
negligible. 

Report has Travelers price pegged at 
$400, and stock will be available at that 
price, but at no lesser figure, during the 
year following Mr. McGovern’s death. 
For the smaller investor the $400 price 
is something of a mental hazard. Many 
of them would rather buy five or ten 
shares of something at a smaller unit 
price, even though the return is no 
greater. 

The McGovern will has been filed. It 
provides that a sufficient number of 
Travelers shares to produce a $1,000,000 
fund be set aside to provide for Mrs. 
McGovern. One of the heirs is Hugh 
McGovern, a nephew, who is with Aetna 
Casualty. 


Fidelity Assurance Nearly 
Ready to Start Business 


Fidelity Assurance of Wheeling, 
V. Va. expects to be ready within a 
week or 10 days to announce its pro- 
gram of operations, policies, rates and 
executive staff. Much work already has 
been done. An actuary and a medical 
director have been retained. A special 
combination policy containing a number 
of novel features is being perfected. 

_ Fidelity Assurance has not yet been 
licensed outside of its home state of 
West Virginia. Forms are being com- 
pleted for application for entry into 
other states. 

Fidelity Assurance represents a con- 
version into a regular life insurance com- 
pany of Fidelity Investment Association 
of Wheeling which has been selling ex- 


| clusively an annunity contract with an 
_Msurance endorsement underwritten by 


Lincoln National Life. Fidelity Invest- 
ment is continuing to operate in the 


| Yarious states until Fidelity Assurance 


_ 1s ready to commence business. The 


gen of the old annuity contracts will 
_ de given the opportunity to convert 


i those instruments into a new form of 
" Policy of Fidelity Assurance, but the 


“ 





3 management does not intend to put on a 


drive-to-rewrite the business. The old 
Contracts will be an obligation, according 


» to their terms, of Fidelity Assurance. 





Showing the extent to which sudden 
font strikes, nearly 66,000 persons died 
ha year within 12 months after having 
2€€n accepted as fully insurable for life 
' nSurance, according to the Institute of 

ife Insurance. 





Utah Commissioner Enters 
Army Service in Cal. 





Commissioner C. C. Neslen of Utah, 
a member of the U. S. Army Reserve 
Corps, will report for active duty March 
3 at San Luis Obispo. He will be a 
member of the chaplains corps but in 
addition will carry on educational activi- 
ties. He is immediate past president of 
the National Association of Insurance 
Commissioners. 








Find Stock, Bond, Grain Men 
Looking to Insurance Selling 


General agents and managers find 
these days that there is quite a supply 
of prospective agents in the field of 
stock, bonds and grain. One general 
agent in Chicago the other day inserted 
a key “ad” for a job offering opportuni- 
ties in “creative selling.” He got 105 
replies, about half of which were from 
men presently or formerly connected 
with the stock, bonds and grain busi- 
ness. Currently there is a very pessi- 
mistic feeling among those in the securi- 
ties and grain business. Not only are 
present conditions discouraging but 
they are unable to see any future ahead. 
The downward trend of prices for seats 
in the exchanges is indicative of that 
pessimism. It is recalled that the other 
day a New York Stock Exchange seat 
sold for as low as $26,000. 

Seasoned general agents are scrutiniz- 
ing these prospective agents very care- 
fully, however. They find that a good 
many of these men have been accus- 
tomed to a rather easy living and that 
they are now looking for a new “Santa 
Claus.” Very few of.them are mentally 
prepared to carve a new career the hard 
way. 





Mich. Governor Wants More 


Money for Department 


LANSING, MICH.—Governor Van 
Wagoner of Michigan in addressing the 
mid-year meeting of the Michigan As- 
sociation of Insurance Agents, asserted 
that the chief need in the insurance de- 
partment is for additional appropriations 
to increase its man power and to make 
possible a departmentalization of activi- 
ties. This expansion, he said, could be 
financed from the present revenues from 
licenses and fees assessed against agents 
and it would not be necessary to reach 
the taxes that are paid by insurance 
companies. 

The insurance business is more than 
paying for adequate regulation through 
special fees and licenses, he said. The 
state is as much interested in guarding 
against unethical practices as are the 
insurance practitioners themselves. 
There is no reason why adequate appro- 
priations should not be made, he de- 
lared. 





New Dallas Life Formed for 
Reinsurance Business Only 


A new life insurance carrier, the Dal- 
lass Life Insurance Company, has been 
formed at Dallas to handle reinsurance 
business exclusively and has been li- 
censed by the Texas department. The 
company, which starts with a cash capi- 
tal of $25,000, has the following officers: 
D. J. O’Keeffe, president; J. M. Hop- 
kins, vice-president; E. C. Smith, secre- 
tary; Dr. J. D. O’Brien, medical director, 
and Harold Sanders, attorney, all of 
Dallas. 

For the time being the company will 
reinsure policies currently bein~ issued 
by the Texas Legal Reserve Funeral 
Society, which has branches in more 
than 20 Texas cities. Officers of the 
society and the new Dallas Life are the 
same. The society is a legal reserve 
fraternal organization with branches 
domiciled in funeral homes where it is 
replacing “assessment” mutual aid and 
burial associations. 





QUERY: What life insur- 


ance company regularly con- 


sults with its agents on mat- 
ters of company policy ? 


COMMENT: Believing 
that the problems of its 
fieldmen are the problems of 
the company . . . Continental 
Assurance is glad to have an 
independent, self-governing 
General Agents and Managers 
Association which counsels 
frequently with the officers 
of the company on agency 
and administrative affairs. 
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Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 








10 


HteNATIONAL UNDERWRITER 





February 28, 194 











West Acquires Control of 
United Life of Kansas 


Controlling interest in United Life, 
Salina, Kans., was acquired last week 
by W. M. West of St. Louis when he 
purchased a block of more than 8,000 
shares of stock from the Brown Memor- 
ial Foundation, Abilene, Kan., and a 
block of almost 6,000 shares from H. 7. 
Lindsley of Wichita, president of the 
Farmers & Bankers Life, together with 
a few smaller blocks from individuals. 
A total of 20,000 shares is outstanding. 

United Life directors accepted the 
resignation of H. K. Lindsley and 
L. O. Verckler. Mr. West and Louis L. 
Miller, secretary and actuary, were 
elected to fill'these vacancies. Mr. West 
succeeds R. J. Laubengayer as presi- 
dent, although Mr. Laubengayer contin- 
ues with all other former board mem- 
bers. No changes are contemplated in 
the home office personnel. 

Mr. West will soon be located perma- 
nently in Salina where he will take ac- 
tive charge of the company. He plans 
an active expansion program. He has 
had many years of experience in the life 
insurance field and also with health and 
accident insurance, both of which United 
Life will feature in the future. Mr. 
West is a member of the Miller-West 
agency in Denver, which is operated by 
his son, Rex West. It has a general 
agency contract for several states, hand- 
ling a special policy issued by the Lin- 
coln Liberty Life of Lincoln, Neb. It 
also represents Continental Casualty. 
Mr. West is president of the American 
Group Agency Co. at St, Louis. 

For some years Mr. West represented 
the Continental Casualty when accident 
and health insurance was new. He pio- 
neered the line in the sawmill territories 
of the south, in mining communities, and 
elsewhere, and was one of Continental’s 
first accident and health producers. 





Schmausser and Owen Are 
Advanced by Capitol Life 


Capitol Life of Denver has made Wil- 
liam F. Schmausser secretary and Ar- 
nett H. Owen assistant secretary. 

Mr. Schmausser has been with Capi- 
tol Life since 1912 when he was em- 
ployed as an accountant. In 1915 he 
was made cashier of Thomas F. Daly 
Agency Co. In 1921 he became vice- 
president and director of Independent 
Investment Corp. He was instrumental 
in the formation of the Daly General 
Agency, Inc., in 1923, and was elected 
director and treasurer. In 1928 he 
again became more actively associated 
with Capitol Life in charge of the 
agents’ accounts and assisting in mort- 
gage loan investments. He assumed ac- 
tive management of bond investments of 
the company in 1930, and in 1936 was 
elected a director and assistant treasurer. 

Mr. Owen joined Capitol Life on 
May 1, 1940, in charge of policyholders’ 
service department. For a number of 
years he was identified with the Amer- 
ican United Life. 





Business on the Increase 


The Washington National of Evan- 
ston, Ill., shows a handsome increase in 
its accident, health and life industrial 
business for the first two months. It 
notices a very strong advance where 
there are large defense operations. The 
employment situation is much better. 
People have regular work and hence 
can afford to buy insurance. 





Expect Big Florida Crowd 


For the sales congress and convention 
of the Florida Association of Life Un- 
derwriters at West Palm Beach April 
3-4, with a full sales program by the 
Life Insurance Sales Research Bureau, 
the ten local associations, with mem- 
bership of 500, and other interested life 
producers are expected to provide a 
record attendance. 

President G. B. Cannon, Tampa, has 
named LeRoy Johnson, Jacksonville 
past state president; Lew Erckert, West 


Palm Beach, and Arch Cassiday, Miami, 
to the program committee, and Walter 
Schutt, Miami, head of the attendance 
committee. 

April 3 will be an all day session in 
charge of the Research Bureau, for man- 
agers, general agents and district man- 
agers on recruiting, selection, training 
and supervision of agents. At 4:30 the 
convention will hold a business session, 
including election of officers, followed 
by a banquet and dance. 

The second day sales congress will 
cover “The Job of the Agent,” “Pros- 
pecting,” “Personal Efficiency,” ‘“Im- 
proved Methods for Salesmen.” John 
Marshall Holcombe, Jr., Research Bu- 
reau. manager, will preside. Subjects 
will be handled by B. N. Woodson, Bu- 
reau director of service, and Lew Chap- 
man of the Bureau schools in agency 
Management. 





Commissioners Confer in Boston 


_ BOSTON—Current developments in 
insurance legislation and_ supervision, 
with particular reference to problems 
affecting the New England area, were 
discussed here at a commissioners con- 
ference attended by Francis, Maine; 
Rouillard, New Hampshire; Harrington, 
Massachusetts; Morin, Rhode Island and 
Blackall, Connecticut. Superintendent 
LaFrance, of Quebec, was a visitor. 


Kenneth Force Joins 
National Underwriter Staff 


Kenneth Force of Kansas City has 
joined THe NATIoNAL UNDERWRITER in 
the editorial department in Chicago as 
associate editor. Mr. Force has a con- 
siderable insurance knowledge, and for 
the past 11 years in his work ag edi- 
torial representative in Kansas City he 
has been correspondent for THE 
NATIONAL UNDERWRITER and other insur- 
ance publications, as well as contribut- 
ing to and corresponding for “Sales 
Management,” a number of motion pic- 
ture magazines and numerous other 
trade publications. He is also the edi- 
tor of the weekly insurance column in 
the Kansas City “Star.” Mr. Force at- 
tended Kansas University and for a 
short time was on the editorial staff of 
the Albany, N. Y., “Times-Union.” 


Boston Actuaries to Meet 


The Actuaries Club of Boston, with E. 
T. Burkeley as chairman, at a dinner 
meeting March 5 will review annual 
statements; discuss proposed legislation 
in Massachusetts and New York on val- 
uation standards and non-forfeiture val- 
ues; company plans for changes in mor- 
tality and interest assumptions for new 
business; effect of excess profits tax on 


—=—=—= 
the insurance business; use of life poi 
cies as collateral security for commerg 

6. 


loans and effect on policy loans, and th. j 


experience of companies in li 
of small amounts of paid-up 
by payment of cash surrender 


quidatio, 
Msurane 
Values 





Organize for Ohio Congress 


_ Heads of state and local COMMittegs 
in charge of arrangements for the cop. 
vention of the Ohio Association of [j, 
Underwriters in Akron May 8-10 hy, 
been appointed. Charles E. Ransowe, 
Akron manager of Metropolitan Lig 
is general chairman. 

J. P. Smith, Acacia Mutual, js vice 
chairman. Some of the import 
committes are: Judd C. Benson, Unig 
Central, Cincinnati, program; Rj 
Hodges, Ohio National, Cincinnati, of. 
cers training school; John H. Ge 
-_~ National, advance registration: 


Renner, Connecticut Gener 
banquet. 
Also Laura Doncaster, Americar 
United, women underwriters; T. | 


Donahoe, John Hancock, company 
meetings; E. C. Noyes, Massachuseti 
Mutual, general agents; C. S. Bateson 
Life of Virginia, golf; J. T. Kimberley 


Prudential, reception; R. E. Werk 
Northwestern Mutual, hotel resery;. 
tions. 





ing MESSAGE 


RIT 
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E’RE pleased to announce that some NYNL 


agents and their families are enjoying brief 








sojourns in the West or South this winter. 


We don’t begrudge them this luxury. They are, almost with- 
out exception, veteran agents whose consistent production of good 
persisting business over the years is now paying them real money 
in renewals under the Arnold System. 
begin to realize life-long dreams of a winter vacation in a warm 
climate is proof that the System is doing just what it was designed 
to do—pay adequate compensation to the “backbone” agent who 


measures his success in terms of satisfied customers rather than 


in sales alone. 


We wish all our old-timers who feel so inclined could vacation 


in California or Florida. 


He’s earned it—and he gets it. 








That these men can now 


Some day, we expect, they can. 
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California Savings Bank 
Bill Has Little Backing 


LOS ANGELES—The savings bank 
pill introduced in the California legis- 


ature by Rep. Voight is similar to the 
‘pill introduced last year which was 
‘packed by Governor Olson. 1 
Pthe governor and Mr. Voigt have split 


Since then 


and it is understood that the present 
yill was introduced by Mr. Voigt on 


/his own initiative and it has no particu- 
jar backing. 


A. L. Gock, president California Bank- 


‘ers Association, reports that California 
‘banks do not wish to write life insur- 


ance, the Los Angeles banks being par- 
ticularly opposed to it. 

Commissioner Caminetti has not ex- 
pressed his attitude on the bill, but E. 


|p, Tray, chief assistant commissioner, 
‘favors the measure on the ground that 


it would prevent the high cost of in- 


dustrial insurance and be of benefit to 
' the business as a whole. 


The introduction of the bill caused 


considerable flurry among life insurance 


men until it was discovered that only 
Mr. Voight was behind it. The state 
association is watching the measure 
closely. 

Bills that are backed by Commis- 
sioner Caminetti have been introduced 
by Assemblyman Maloney. AB 1511 
gives the commissioner regulatory and 
licensing powers over counsellors who 
operate on a fee basis and who contend 
that they are not life agents. The bill is 
similar to the one presented to the insur- 
ance legislative conference which was 
opposed on the ground that by adopting 
licensing provisions, the counsellors’ op- 
erations were legalized. However, the 
bill gives the commissioner power to 
regulate their activities. 

Several other bills provide for new 
regulations governing the operation of 
the Chapter nine companies. These 
measures put more restrictions upon 
management and limit salaries, fees and 
bonuses. 

Another bill gives the commissioner 
power to prevent domestic companies 
from advertising or transacting business 
in other states in which they have no 
license to operate. 


Savings Bank Insurance 
Introduced in Missouri 
JEFFERSON CITY, MO.—A bill to 


permit Missouri savings banks to write 
life insurance and annuities has been 
introduced in the Missouri legislature by 
Representative Librach. It would limit 
life policies to $1,000 and annuity con- 
tracts to not more than $2,000 a year. 
Policies could be sold only to residents 
of Missouri or persons regularly em- 
ployed in the state. Formation of the 
insurance department of a bank would 
have to be approved by the Missouri 
state insurance and the state finance de- 
partments. Regulation of the bank in- 
surance system would be by the insur- 
ance department. Banks would be 
Prohibited from employing salesmen, 
solicitors or collectors, sales being on 
an over-the-counter basis. Similar bills 
Were defeated at the last two sessions 
of the legislature. 

_.purial societies are backing the Searcy 
hill which would place them under the 
supervision of a special commissioner 
sppoiated by the attorney-general. The 
oul requires reserves but permits pay- 


ment of benefits in services and ma- 
terial. 





New Savings Bank Bill 
, HARRISBURG, PA. — A 
= life insurance bill has been intro- 
a in the Pennsylvania house by rep- 
care S. Rosenfeld. Mutual savings 
S would be permitted to establish 
s msurance divisions under a series 
oF regulations. 

A bill requiring companies to post se- 


savings 





curity with the insurance department to 
assure payment of cash surrender value 
on policies has been introduced by As- 
semblyman Maxwell. 





Moves to Probe Companies 


Assemblyman F. G. Morit, Democrat, 
Brooklyn, has introduced a resolution to 
create a joint legislative committee to 
investigate the life companies, and ap- 
propriating $25,000 for expenses. Mr. 
Morit is not on the insurance commit- 
tee. His proposal is not sponsored by 
the department and apparently has few 
if any supporters other than himself. 





Iowa—H. F. 312 sets up regulations 
for benevolent associations operating on 
assessment or contribution plans. 

Massachusetts—A hearing was held 
on a bill introduced by H. D. Long, tax 
commissioner, which seeks to place a 
2 percent tax on all life insurance pay- 
ments of $10,000 or over. W. E. Monk, 
Massachusetts Mutual, counsel from the 
New England Mutual Life and Colum- 
bian National, and state and local asso- 
ciations’ representatives opposed the bill. 

Nebraska—The governor has signed 
the measure limiting the amount of in- 
surance burial associations may write to 
$500, with permission to write $1,000 if 
there is a surplus of $5,000 or if the ex- 
cess is reinsured. Reserves and invest- 


ment requirements of life companies 
must be observed. 

A measure was also enacted reducing 
the group life insurance minimum from 
100 to 25 persons. 

Oregon—S. B. 50 clarifies points 
on which life companies fear they are 
not adequately protected as to contest- 
ability of policies written in Oregon 
with the usual rider covering persons, 
piloting or taking frequent plane trips. 
The bill would remove the phrase “in 
time of war” as relating to naval, or 
military or “aerial” service. The latter 
phrase is replaced by broader expression 
“or to aeronautics.” Rights of insured 
persons are not affected, according to 
Commissioner Thompson, who is back- 
ing the bill. 

Montana—The bill to increase the 
premium tax on insurers to 4 percent 
has been killed. 


Faught Mid-Continent Leader 


Clyde Faught is new president of the 
$100,000 Club, Mid-Continent Life of 
Oklahoma City, as a result of writing 
more business in 1940 than any other 
club member. 





Marquis Bowman, general agent for 
Bankers Life of Iowa, Chicago, is on a 
vacation trip in Florida for two weeks 
with his father, DeForest Bowman, 


New Michigan Commissioner 
Honored at Detroit Dinner 


DETROIT — Company executives 
here honored incoming Commissioner 
3erry, and paid tribute to the retiring 
commissioner, John G. Emery of Grand 
Rapids. Approximately 80 prominent 
Detroit insurance men atended the ban- 
quet and get-together. 

William G. Curtis, president National 
Casualty, was chairman. Walter E. 
Otto, president Michigan Mutual Liabil- 
ity, was toastmaster. George K. March, 
president Detroit National Fire, and J. 
J. Ramsey, general manager of Detroit 
Inter-Insurance Exchange, were in 
charge of arrangements. 

Among the speakers were Mayor 
Jeffries and Senator Hammond, Benton 
Harbor, chairman of the senate insur- 
ance committee. 

Every branch of the insurance busi- 
ness and all Detroit insurance compa- 
nies were represented. Other speakers 
who made short addresses were: 
Charles C. Bowen, president of Stand- 
ard Accident; E. W. Thompson, su- 
preme commander of Maccabees, and 
Ralph Thomas, vice-chairman of Detroit 
Inter-Insurance Exchange. 





Increase your sales during Accident & 
Health Week, March 24-29. 











TOTAL INSURANCE IN FORCE 
An increase of $9,075,957.00 or 7%, 


TOTAL ADMITTED ASSETS 
An increase of $1,821,946.61 or 812% 


PREMIUM AND INVESTMENT INCOME 
An increase of $326,163.19 or 7% 


INTEREST RETURN ON INVESTED ASSETS 


Pilot Life Experiences Banner 


Year in 1940 


Significant Facts From 1940 Annual Statement: 


Nineteen-Forty financial statement figures also reveal 
that the total insurance in force, total assets, gain in 
assets, and premium and investment income attained 
new highs in the Company's history. 


PILOT LIFE 
INSURANCE CONPANY 


GREENSBORO, N. C. 
Emry C. Green, President 


. .§146,642,047.00 


.. .§23,127,621.73 


... .9,162,990.80 







* 
LifZ 


Hf 2 














FieNATIONAL UNDERWRITER 





February 28, 19 








Long Awaited SEC Report Is Released 
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“tangled web of interlocking director- 
ships which binds the principal life in- 
surance companies with the country’s 
major banks and industries.” 


Cites Attendance Record 


In this connection, the report specifi- 
cally points to the attendance record of 
some directors at board meetings and 
the use of their positions by some di- 
rectors for personal gains through the 
institution of preferential business trans- 
actions and loans, or the initiation of 
changes in the basic plan of company 
operation designed to promote their 
private interests. 

Considerable attention also is given 
to the experience of life companies dur- 
ing the depression, particularly the 
withdrawal of 188 companies from the 
business since 1930. 

Two of the most important sections 
of the report deal with agency practices 
and industrial insurance, respectively. In 
the first of these sections the company 
drive for new business and the em- 
phasis upon size for the sake of size 
alone are examined and the resulting 
dislocation in agency activity exempli- 
fied by inadequate training of agents, 
poor selection of agents, high turn-over, 
and the seriously low compensation of 
agents are discussed. The consideration 
of industrial insurance is based on ma- 
terial developed at hearings as well as 
upon a field survey of insurance distri- 
bution to low income families, and 
analyzes the effects of over selling and 
high pressure methods frequently typi- 
cal of this form of insurance. Facts are 
presented “demonstrating the resulting 
maldistribution of policies, and the ex- 
cessive lapse and the high cost of in- 
dustrial policies.” 


Investment Features 


The SEC considered most significant 
the sections dealing with the operating 
and investment features of the business, 
showing that the increasing amount of 
money passing through the hands of the 
life companies has brought about seri- 
ous investment problems which in turn 
have ‘become more acute due to the di- 
minishing supply of bonds and mer 
gages and the steadily declining interest 
yield on such securities. 

“On the one hand the companies are 
admittedly unable to get a large part of 
their money invested,” it was declared. 
“Industry, on the other hand, is obliged 
to take into account this insatiable ap- 
petite of the insurance company for 
bonds. The net effect is that judgment 
as to the type of security best suited to 
a particular corporate structure is often 
affected by the ease with which bonds 
may be marketed. The frequent long- 
term advantages of equity financing are 
obscured by the vogue for bond financ- 
ing. Common-stock financing has gone 
increasingly out of style with resultar 
serious effects upon the sources of capi- 
tal of those portions of American in- 
dustry where bond financing is either 
inadvisable or unavailable.” 

Although O’Mahoney declared that 
the insurance companies had made no 
effort to halt the inquiry, as has been 
charged from time to time in the press, 
one whole chapter of the report is de- 
voted to the “Life Insurance Lobby” 
and particularly the Life Presidents As- 
sociation. Considerable detail is given 
of the manner in which that organiza- 
tion has operated to prevent the enact- 
ment by the states of undesirable legis- 
lation. 


Lobby Is Successful 


“Tt can be concluded that the Associa- 
tion of Life Insurance Presidents is a 
powerful body, able to combat success- 
fully legislation intended to regulate or 
affect life insurance companies. Its in- 
fluence extends from the initial election 
of state representatives to the building 
up of propoganda through the artificial 
stimulation of policyholders,” the report 
asserted. 


“A ‘clandestine’ lobby still exists. 
While present-day practices are not as 
crude as those scored by the Armstrong 
committee in 1906, the life insurance 
lobby has become more polished and 
its effectiveness has been increased 
through concentration of funds and 
initiative in the hands of a single out- 
fit. No justification exists for a lobby 
carried on without adequate disclosure 
and financed with the funds of policy- 
holders whose interests more properly 
should be guarded by the free judg- 
inents of their elected representatives.” 

Announcing that the insurance organ- 
izations will be permitted to file any 
comment they may wish to make on 
either the report or the recommenda- 
tions which are to be made, O’Mahoney 
declared that “by and iarge, the insur- 
ance companies have come through this 
study in good shape. ‘iney are not per- 
fect and there are ineuy facts set forth 
in this monograph which will doubtless 
incicate possibilities tor material im- 
provement in the handling of the insur- 
ance business in this country.” 

le TNEC investigation was unable 
to go intc the field of fire and casualty 
insurance or into the question of state 
regulations because of lack of both 
time and money, he disclosed. 


PROBLEM OF SMALL BUSINESS 


WASHINGTON — Life companies 
get their wealth from “the savings of 
the masses,” but cannot meet the loan 
needs of small business because it 
would be uneconomical to handle the 
small amounts of money involved, it 
was declared this week by Senator 
O’Mahoney. 

O’Mahoney said that studies made by 
the committee show that a large part 
of the nation’s savings have been con- 
centrated in the control of the large life 
companies, but that the very size of 
those organizations makes it impossible 
for them to afford aid to the small busi- 
ness man in need of capital. 

“The existence of this concentration 
of savings does not in any sense mean 
a criticism of insurance management,” 
he emphasized, “but does strikingly call 
attention to the fact that the sources 
of financial supply of small business 
have dried up.” 

Possible methods of placing insurance 
money in more general circulation are 
being studied, he indicated, but admitted 
that no definite conclusions have yet 
been reached. 

As an example of the “modern tempo 
of capitalization” and the manner in 
which the insurance companies operate, 
O’Mahoney cited the construction of 
Rockefeller Center, where the second 
wealthiest family in the country was 
borrowing money from an insurance 
company (Metropolitan Life), which in 
turn had received it from millions of 
small policyholders. 


RHODES’ REACTION 


NEW YORK-—In response to inquir- 
ies from the press Vice-President E. E. 
Rhodes of Mutual Benefit Life made 
the following comment on the report 
submitted by the SEC: 

“The report submitted by the Securi- 
ties & Exchange Commission to the 
Temporary National Economic Com- 
mittee on the subject of life insurance 
relates to only one major subject which 
has not already been covered by the 
statement on life insurance which was 
filed with the committee on Aug. 13, 
1940, and which bears the signature of 
178 United States life insurance com- 
panies. 

“The suggestion that life insurance 
funds be invested as venture or risk 
capital. in new enterprises which is the 
only new subject of importance, has 
been a matter of discussion for a great 
many years. Many states prohibit in- 
vestment in common stocks by life in- 








surance companies; in fact, in 1906 the 
Armstrong committee, of which Charles 
Evans Hughes was counsel, said in its 
report to the New York legislature: 

“‘Investments in stocks should be 
prohibited. They are fundamentally ob- 
jectionable, as the corporation, instead 
of holding a secured obligation, acquires 
a proprietary interest in another busi- 
ness, with rights subject to all indebted- 
ness which may be created in the con- 
duct of it and often direct liabilities as 
stockholders. This interest must be 
nourished and supported. Instead of 
being a creditor with adequate security, 
to which upon default the corporation 
may resort, it assumes the responsibili- 
ties of proprietorship and must contrib- 
ute from the accumulations provided 
by the policyholders in order to sustain 
the enterprise.’ 

“During the boom times of the twen- 
ties there was renewed agitation. But 
sober discussion served to preserve to 
life insurance policyholders the prevail- 
ing strict investment requirements and, 
happily, the disaster which might have 
then been incurred was avoided. 


Same Position as Trustees 


“Policyholders will have little patience 
with a proposal that funds set aside for 
their widows and orphans or for their 
own security in old age, shall be made 
available for the stimulation of new en- 
terprises which have not proved their 
worth. It must not be overlooked that 
life insurance companies with respect to 
the investment of funds entrusted to 
their care are in the same position as 
trustees and other fiduciary institu- 
tions.” 

Mr. Rhodes spoke as a member of a 
committee of life company executives 
which includes L. A. Lincoln, president 
of Metropolitan Life; L. F. Lee, presi- 
dent Occidental Life of North Carolina; 
T. A. Phillips, president Minnesota Mu- 
tual Life, and M. A. Linton, president 
Provident Mutual Life. 

This committee last August prepared 
a statement of 107 printed pages, signed 
by 178 life companies, for incorporation 
in the TNEC record. 

“It is difficult to understand,” Mr. 
Rhodes adds, “why the report of the Se- 
curities & Exchange Commission alto- 
gether ignores such an important state- 
ment on life insurance.” 


New Michigan Company Ruling 


LANSING, MICH.—Foreign com- 
panies whose corporate powers exceed 
those allowed under Michigan laws to 
similar domestic carriers may not be 
legally licensed by the insurance de- 
partment, James F. Shepherd, assist- 
ant attorney general, has held in an 
opinion rendered Commissioner Berry. 

bill has been introduced in the 
legislature modifying the law to permit 
admission of companies with corporate 
powers conflicting with Michigan 
statutes through “proper action by the 
directors” to limit those powers as re- 
gards Michigan business and also re- 
auiring any such license applicant to 
declare under which statute it would 
operate. 


Starts Color Advertising 


The Mutual Life of New York is us- 
ing color advertisements for the first 
time in its display this week in the “Sat- 
urday Evening Post.” The same copy, 
in black and white is scheduled for “‘Col- 
lier’s” for March 15. The illustration 
is of a never before published painting 
of an old wood-burning locomotive in 
the Currier & Ives style. It was painted 
by Paul Pennoyer, prominent American 
artist and was exhibited at the New 
York world’s fair. Theme of the copy 
is the Mutual’s 98-year history, under 
the caption, “From Wood-Burner to 
Streamliner.” An inset of a modern 
streamlined locomotive is joined with 
the illustration. 


L.O.M.A. Meeting Dates Set 


The special conference of the Life Of- 
fice Management Association will be 
held at the Hotel New Yorker, May 1-2, 
while the annual conference will be held 
in Cincinnati, Sept. 29-Oct. 1. 








Johnston “Loaned” to U. §, 
to Aid in Loan Program 


ST. LOUIS—Gale F. Johnston, ;, 
gional group manager  Metropolita 
Life and a trustee of the National Asoo. 
ciation of Life Underwriters, has been 
“loaned” by Metropolitan Life to i 
United States Treasury department y 
aid in the national defense loan finang. 
ing program. 

Secretary Morgenthau has _ indicate 
that the government plans to float; 
large volume of baby bonds and saving 
stamps in connection with the plans 
raise funds for national defense and jj 
to Great Britain. 





Special Libraries Group 
to Hartford June 16-20 


Annual convention of the Specis 
Libraries Association will be held i 
Hartford June 16-20. 

The association is a national group o 
librarians of all types of business aj 
professional organizations, with those jy 
each field having their own identity, 

The 200 insurance librarians will visi 
many of the insurance companies ani 
their libraries in Hartford. At thei 
opening meeting Commissioner Blackil 
of Connecticut will give the welcomin 
address. 

Margaret C. Lloyd, librarian of tt 
Retail Credit Company, is chairman 
the insurance group. 


Would Extend Social Security 


Federal Security Administrator lc 
Nutt, in the annual report to congres 
of the Social Security Board, recon: 
mends that federal old age and survivor 
insurance be extended to bring in mos 
of the major occupations that are stil 
excluded, such as agricultural and do 
mestic work and that in non-profit edi- 
cational and charitable _ organization 
The report also suggests the inclusio 
of federal, state and local employren 
that is not now covered by other prov: 
sions for survivors insurance and tt 
tirement benefits and states that a c0- 
ordination of existing public retirement 
systems would be advantageous to pub- 
lic employes and to _— government 
agencies. 


Mystery Charter in Connecticut 


Western Hemisphere Insurance Cot 
pany is the title of a company for whic! 


a charter is being sought from the Cor f 


necticut legislature. The interests set 
ing the charter have not been divulge 
and since the bill is in merely skeleto: 
form, the type of company proposed # 
not made clear. 

An unnamed group, through its 4 
torney, Charles H. Blackall, brother 0 
Commissioner John C. Blackall, li 
drawn up a skeleton bill and registefét 
with the secretary of the state, with tht 
idea of seeking a charter from the ger 
eral assembly for a new concern to 
called Western Hemisphere. 

To date that is as far as matters hart 


gone. The company is in an embryotl 


state and may not form at all. d 

The bill did not state the amount 0 
capitalization nor did it give names © 
backers. It is believed that they # 
interested in reinsurance. a 

Charles H. Blackall holds no offic? 
position in the state and is acting sit" 
ply as attorney. The commissiott 
himself has nothing whatever to do w" 
this new group. 


National Life. U. S. A. Fund ; 

As of Dec. 31, the National hen 
U. S. A. fund in ctistody of the Wast 
ington National of Evanston, IIl., ~~ 
legal reserve $29,625,093, surplus . 
contingency reserve $1,073,954, ass 





$46,922,183. A year ago the Washing, | 


ton National reduced lien on Nati 
Life, U. S. A., policies 15 percent, W™" 


cut into surplus. 


to add $700,000 to surplus. 


Pig jled { 
Just the thing to convince harg fol a 


prospects—“24 Men in 24 Yea hor 
lets $1 from National Underwriter. 











However, profits - Ly 
the fund last year enabled the compa” 
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Saratoga Springs Scene of New York State Gathering 
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General Electric, told how that com- 
pany pursues its highly successful sys- 
tem of recruiting men in engineering 
schools. There is far more to it, he 
demonstrated, than giving a sales talk 
to the likeliest looking members of the 
senior classes of the leading engineer- 
ing schools. For one thing the com- 
pany sends its applications to seniors 
early in their final year. Most of them, 
not having lined up jobs, fill out the 
blanks, giving the company useful data 


in the event it feels a followup is indi~ 


cated. 

In addition the students are kept re- 
minded of General Electric by helpful 
literature, pictures, lectures. on technical 
subjects. Talks with engineering pro- 
fessors often elicit’ information about 
students that they would not put down 
on paper. General Electric helps keep 
professors abreast of latest develop- 
ments, which not only keeps relations 
cordial but helps maintain the standard 
of instruction and hence the grade of 
student the institution turns out. 


Public Relations Involved 


Part of the problem is to keep the 
students who are all potential custom- 
ers, sold on General Electric even 
though they are not offered jobs. 

The rate of starting pay has to be 
high enough but if too high it leaves 
less room for advancement. Some com- 
panies have gone wild this year as far 
as starting rate is concerned, he said. 

Students and faculty much prefer let- 
ting the men chosen know right away 
whether they are being offered jobs 
rather than waiting for a period during 
which the student is upset because of 
the uncertainty. Once hired, the new 
man for about a year is put through the 
different departments like an interne in 
a big hospital. As far as cost is con- 
cerned the men do productive work and 
it does not cost the company anything. 
They are paid on an hourly rate, 75 
cents this year, while in the shop, going 
on salary after that. 


Competition from U. S. 


_ Right now the Army and Navy are 
furnishing competition for new men. 
The Navy Department, he said, offered 
the entire Tulane University senior class 
jobs at $185 a month to act as inspec- 
tors of material being produced for the 
Navy. 

_ A good system is to pick good men 
irom the junior classes and give them 
jobs during the summer. Not only are 
they signed up for after graduation, but 
they are boosters for the companv dur- 
ing their senior year among others who 
might be offered jobs. 

Asked by J. E. Bragg, New York 
manager, Guardian Life, what the Gen- 
cral Electric’s margin of error in selec- 
tion is, Mr. Means said it was less than 
1 percent but stressed the exhaustive 
advance appraisal process. 


Where G. E. Has Edge 


William Nenner, Penn Mutual home 
office, pointed out that General Elec- 
tric has a tremendous advantage in that 
a man fails as a salesman, for exam- 
ple, he can be put in some other line of 
Work. 
cent Agent Osborne Bethea, Penn 
Mutwal, New York City, told of an 
— that is paying new men $100 a 
putting them through every 
. se of work and the experience has 

en that after six or seven months 
they begin to sell. 
fab —— predicted that small com- 
coe pi defense contracts would 
po: we € up to the fact that they 
St ure and would go to the uni- 
bs i and bid whatever is necessary 
- co Bagi even those already signed 
ie iy other employers. This would 
€ It more difficult for life companies, 


00. 
L..E. Baldwin 

. » general agent N 
England Mutual, New York City, 


Wanted to @ i 
0 know General Electric’s aver- 


age cost per man for recruiting. Mr. 
Means said it had not been reduced to 
that basis, since different departments 
handle different phases of the work. R. 
G. Engelsman, general agent Penn Mu- 
tual, New York City and state associa- 
tion president, observed that many gen- 
eral agents fail to view the cost in the 
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light of eventual profit. Mr. Baldwin 
replied that many general agents have 
gone broke through not accurately 
knowing the average cost of inducting 
new men. 


Morale Found Main Factor 


Tackling the recruiting problem from 
a new angle, Manager J. M. Holcombe, 
Jr., of Life Insurance Sales Research 
Bureau said the biggest hurdle in re- 
cruiting is not the compensation plan or 
competition from outside sources but 
scarcity of successful men in the agen- 
cies. The new man is too likely to find 
that the present agents are not taking 
advantage of the wonderful opportuni- 
ties they have been told about. 

In trying to learn why apparently 
similar agencies differed widely in re- 
sults the bureau found it had to study 
each agency for weeks instead of a few 
days and that the difference between a 
successful and an unsuccessful agency 
turned out to be largely one of morale. 
Lack of morale means that the agent 
has an attitude of non-receptiveness and 
is effectively insulated against what the 
general agent and the company have to 
offer, he said, quoting the late Frank 
H. Davis’s .remark that it doesn’t mat- 
ter so much what you tell an agent as 
what he does with it. 


Recognition the First Principle 


The first principle in building morale 
is giving recognition, said Mr. Hol- 
combe. The agent craves recognition 
even though he doesn’t indicate it, and 
morale is affected by the manager’s at- 
titude toward the agent more than by 
any other one thing. The test. is, “Can 
you put the agent’s interest first?” Mr. 
Holcombe said. Frequently this is un- 
believably difficult and inconvenient. 
From his own experience Mr. Holcombe 
told of a situation which he said he 
muffed and almost bungled badly, des- 
pite all the bureau’s researches into 
morale. 

The right attitude makes the agent 
feel he is a partner in the agency, he 
said. Another point in building morale 
is to suggest a new move so subtly that 
the agent will think he thought of it 
himself. Let the agent be a part of 
your cause and he will go to the great- 
est lengths for you, Mr. Holcombe 
said. 

Mr. Holcombe listed the following 
ways of using the principle of recogni- 


tion in addition to the manager’s own 
attitude: 

1. The home office as source of rec- 
ognition. Agents appreciate letters of 
congratulation from the home office. 

2. The agency staff. After being 
out on the street the first man the agent 
sees is the clerk, who treats him as if 
agents were a necessary evil. Correct- 
ing this attitude can mean a great deal 
for morale. 

3. Printed publicity, agency bulletin 
board, house organ, local newspapers, 
direct mail and personal letters to the 
agents’ centers of influence. 

4. Being friendly—knowing enough 
about the agent to be really friendly. 


One of. the nightmares of expanded 
business is the loss of this personal 
contact. 


5. Being kind and human in dealings 
with the agents. 


Men Aid in Recruiting 


6. Going to the agent, not calling 
him in where the mahogany desk and 
Persian rug are, but going to his desk 
to talk with him. 

7. Save the agent’s face when he 


makes a fool of himself. He doesn’t 
need it pointed out to him—he probably 
realized it before you did. 

All this has a bearing on recruiting 
for where there is good morale all the 
men are an enthusiastic aid to recruit- 


ing. 

As for difficulties in selling, Mr. Hol- 
combe read a letter from a London life 
insurance man telling how production 
goes on in spite of air raids. With such 
an example any selling difficulties in 
this country should seem trifling in 
comparison, he said. 


Results of Bureau’s Test 


Reporting on the results of the bu- 
reau’s aptitude test Mr. Holcombe said 
the survival rate for “A” men is about 
five times that for “E” men. The 
chances of getting a $100,000 producer 
are about 14 times as great with an 
“A” man as with a “D” or “E” man. 

“You can get $1,000,000 or $500,000 or 
$50,000 from any kind of man you 
want,” he said, “but the chart will tell 
you how many men you will need— 
five “A” men or 25 “E” men. It is no 
longer a matter of opinion but is fac- 
tual. 

Mr. Nenner corroborated this by the 
Penn Mutual’s experience. 

In his preliminary remarks as chair- 
man of the second day’s session Man- 
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ager J. E. Bragg of the Guardian Life 
of New York, New York City, dis- 
cussed the effect of war on: recruiting. 
It is idle, he said, to talk about the 
chance of our getting into the war and 
more men being called into service than 
is now contemplated. It is just a guess, 
for the theory of probabilities applies 
only where larger numbers are _ in- 
volved. 

Mr. Bethea described his agency’s 
system. The first problem, he said, is 
that recruiting doesn’t intrude itself in 
the general agent’s time. Because of this 
and the competition from war industries 
the general agent sees fewer good men 
than before. Other points which he 
made were: “(1) we must originate 
more sources of good men; (2) we need 
a better plan of compensation; (3) I 
found it necessary to resell myself on 
my own faith in this business.” 


Ninteen Men in Next Five Years 


Mr. Bethea said he expects to have 
to recruit 19 men in the next five years. 
His problem, he said, is to get two or 
three good men a year, even though he 
needs many more than that. His aim is 
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Guardian Life Manager, New York 
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to obtain $500,000 in 1941 from men re- 
cruited this year. To get this he must 
recruit 15 men, estimating that each 
man will be with the agency an aver- 
age of six months. To get them he 
will have to interview at least 300. 

“We expect to get seven through our 
full time agents,” he said. “The su- 
pervisors will get four and I expect to 
get four.” 

He said he expected to get them 
through personal clients, through com- 
pany clients and customers. and 
through many contacts which the 
agency will develop by calls specifically 
for that purpose. 


Names Sales Appeals 


“To sell these men the business,” he 
said, “we expect to concentrate on our 
individual educational system, our 
orphan policyholder leads, the idea of 
slow development and a career basis. 
To qualify the recruit must rate ‘A’ 
on the bureau’s aptitude test. 

“As for compensation we hope to use 
the commission plan as much as possi- 
ble, otherwise pay a small salary—$75 a 
month—and half his commission. I 
think that that plan will minimize 
losses. I am convinced that if we see 
one man a day we will solve our prob- 
lem.” 

Mr. Bethea said the last man he re- 
cruited was a young real estate lawyer, 
a field which is currently stagnant. He 
is being paid on salary and commission. 


Has Full Time Recruiter 


A. J. Johannsen, general agent North- 
western Mutual, Brooklyn, said he 
agreed with Mr. Bethea except he felt 
the job of--recruiting could be dele- 
gated..._He has appointed one man to 


work full time on recruiting. One good 
preparation for the sales interview is 
to draw up data showing all the good 
points about the life insurance business. 
This he termed a “career book.” 

A show of hands indicated that the big 
majority had taken on some new men 
during the last few months. Mr. 
Engelsman said that the small number 
of part timers taken on was very en- 
couraging and practically all were in the 
rural areas. 


Most Use Tests 


Only a few said they used no aptitude 
tests. An equal number said they might 
give a man a salary or drawing account 
even if he rated below “B.” Vice- 
president V. B. Coffin, Connecticut 
Mutual, said his company had found the 
“C” men on the bureau’s index to be 
just as good and perhaps a little better 
than the “B” men but that there is a big 
break between the “C” and “D” men. 

General Agent H. H. Wilson, Equi- 
table Society, New York City, urged 
the value of joint work, saying that his 
“last man” was an established agent 
whom he treated like a new man. The 
man made $4,000 commission in the last 
few months, which was more than he 
had made for a long time previously. 

Nearly half said they did some financ- 
ing, either salary or commission. About 
10 said they had taken on men within 
the last six months with no financing 
whatever. 


Experience in Last War 


H. F. Gray, general agent Connecti- 
cut Mutual, New York City, described 
conditions during the last war as they 
affected recruiting. 

“We began to wonder if we hadn’t 
better close up,” he said. 

“I remember the desperate feeling we 
had when the government brought out 
war risk insurance. We thought our 
business was finished for the next 10 
years. We didn’t believe it was possi- 
ble anybody would be in the market for 
a long time after coming out of the 
army.” 

However, the challenge of the ob- 
stacle awakened the life insurance busi- 
ness to the fact that it must work to 
recruit, he said. Recalling the men who 
came back from the army, Mr. Gray 
said they had matured, had made con- 
tacts that were invaluable and were 
far better men than if they had stayed 
in the business. There should be no 
fear of taking on new men, for they 
will be better agents when they come 
back than if it were necessary to re- 
cruit them afterward, he said. He was 
almost the only one present who had 
been a general agent during the last war 
and his encouraging words gave new 
hope to all present. 


New Faith Generated 


Sam P. Davis, manager Phoenix 
Mutual, New York City, said Mr. 
Gray’s statement regenerated faith in 
recruiting new men in spite of the draft. 
He told of a young man who worked 
one summer for another company and 
who realized he was too young but 
when he went back to college he kept 
always in mind the objective of becom- 
ing a life insurance man with the re- 
sult that he built up a file of 2,000 ex- 
cellent leads before he returned to the 
business. 

W. P. Worthington, superintendent 
of agencies Home Life of New York, 
said that a lot of money and time is 
wasted in trying to make the wrong 
man right. 

“We have been doing a lot of talking 
about selling the man into the business,” 
he said. “Rather, it is a matter of mak- 
ing the business attractive to the right 
kind of man. We make a mistake to 
alter our story to sell the men who are 
not fitted for life insurance selling.” 

Mr. Engelsman asked for a show of 
hands, which revealed that 95 percent 
of those present started in the business 
at age 25 or younger, indicating that 
recruiting among younger men is the 
sound approach. 

In other lines, he said, selling is a 
privilege to be won only after qualify- 


Blaze New Trail 








R. G. ENGELSMAN 


The dynamic leadership of General 
Agent R. G. Engelsman, of the Penn 
Mutual, as president of the New York 
State Life Underwriters Association 
was a big factor in the novel but highly 
successful idea of a two-day conference 
of managers and general agents from 
all over the state to discuss the single 
topic of recruiting. More than 100 
agency heads and home office agency 
officials gathered at Saratoga Springs 
over Washington’s birthday week-end 
for the conference. 








ing through work in other departments. 
More attention should be given to build- 
ing new men into the business rather 
than drafting them into it later in life. 
It should be possible for each company 
to take on and develop 25 to 50 men a 
year at the home office, he said. 


Men Would Be Nominated 


He suggested each general agent 
should have the privilege of nominating 
men as men are nominated for the 
Naval Academy, letting them go 
through the different departments, just 
as General Electric and other big cor- 
porations do. Some would become ac- 
tuaries, or go into various non-selling 
lines but some would work into the 
job of selling. : 

“TI realize this will not do much to- 
toward solving the problem for 1941 but 
if we are to survive we must look 
ahead,” he said, “and maybe out of 
meetings like this some real progress 
may be forthcoming.” 


Describes Metropolitan Plan 


George Crongeyer, New York dis- 
trict sales training supervisor Metro- 
politan Life, said that there seems to be 
an impression that the Metropolitan’s 
recruiting problem is largely eliminated 
because so many seek employment. 
While many do apply, recruiting must 
depend on the manager’s seeking out 
desirable men, he said, for just taking 
those who applied would rapidly reduce 
the grade of new men. 

In 1932 the Metropolitan retained the 
Psychological Corporation to aid in 
measuring the chances of success of 
new men, though the company had al- 
ready built up quite a body of facts as 
a basis. Metropolitan managers do not 
hire or discharge agents, he explained. 
In recruiting they act as fact-finders, 
the final decision being with the home 
office. Metropolitan’s test has three 
parts: a form designed to elicit quickly 
a large amount of pertinent informa- 
tion; a series of tests designed to 
show aptitude; and tests on the type of 
computations which will be used by the 
man in his work in the field. 

An important point in the first sec- 
tion or “acquaintance form” is whether 
he has done any inside or outside sell- 


ing. When the man comes back for tig 
second part he answers a series of oy. 
ganized questions, designed to put him 
at his ease and yet enable the manage; 
to dig for some hidden strength o; 
weakness hinted at in the first section, 

After the interview the manage 
makes out a summary, recording hj 
impressions in the way of aggresive. 
ness, poise, appearance and the like 
The manager then gives an over-all rat. 
ing. The man is asked to come back {or 
a third interview and given the person. 
nel test. 


Lean on Personnel Test 


There is, said Mr. Crongever, 3 
tendency for managers to lean to 
heavily on the personnel test and it is q 
mistake to take on a man with a good 
personnel test rating if he doesn’t stack 
up in the acquaintance form and the 
interview nor should a poor personnel 
test grade damn a man who is good in 
other sections. The tendency of man- 
agers to rely too heavily on the per. 
sonnel grade is not too serious, he said, 
for the data is all subject to home oj. 
fice review, anyway. 

Some general agents have expressed 
amazement that the company can get 
new men to deposit $250 in cash on be- 
ing hired but it is not surprising when 
it is remembered that the agent has an 
assured prospect of a steady income, 
The cash deposit makes for more reli- 
able type of men, the company has 
found. The deposit is automatically re- 
turned after 10 years with the company 
and in the meantime the agent receives 
interest on it. Of course it is returned 
if he leaves or is discharged. After the 
new man has been selected he goes to 
a regional trining school, then is in- 
troduced to the debit. The latter isa 
more thorough and detailed process 
than might be supposed, he said 


Where Problem Is Unique 


While the Metropolitan watts new 
business the first attack on the problem 
is to work with existing agents to im- 
prove them and keep “finals” at a mini- 
mum. New men are taken on only 
when there is an opening on a debit. 
The Metropolitan’s recruiting problem 
differs from a purely ordinary com- 
pany’s, he pointed out, as the company 


must have a definite number of men 
to conduct its business. 
The average Metropolitan agent's 


earnings are $52 a week and there are 
also retirement and other benefits. Mr. 
Crongeyer said, in answer to a question. 


Colleges Still Dubious 


Grant L. Hill, director of agencies 
Northwestern Mutual Life, and chatr- 
man of the Life Agency Officers Ass0- 
ciation’s committee on relations wit! 
colleges and universities, said that be- 
cause of many details yet to be worked 
out the committee is not yet ready to 
release anything beyond — reporting 
progress. It is unfortunate but true 
that the majority of college placement 
officials and professors are dubious 
about advising majoring in life insur 
ance, he said, listing the following 
points: 

They are not impressed with the pet 
manency of life insurance selling as @ 
career because of the turnover rate. 
Parents feel life insurance selling needs 
no college education. ; 

College placement officials and pro- 
fessors feel that those who recruit pa) 
little attention to the amount of prepa 
ration for life insurance work a student 
has had. They feel there are no definite 
routes leading to a permanent carett 
in life insurance selling, as in law an 
medicine. Teachers are doubtful about 
their ability to prepare students beyon 


the academic knowledge needed 10 life 
insurance selling. ; ' 
General agents are prone to demant 
quick production. 
It is easy to get an agent’s mr 


in sharp contrast to the policy 
corporations in taking on new men. 
Drawing accounts are unsatisfactory: 
The professors hear about the disilltr 
sioning experiences of life insurance A 
cruits and too frequently it seems ® 
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Si they are retained just long enough 
Ho tap their friends and relatives. 

' “Before we are through we hope to 
Mave a definite, concrete plan,” said Mr. 
Hill. “We hope that in the latter part 
of the students’ sophomore year to 
resent to them a plan under which, if 
they will specialize in life insurance 
‘and meet certain qualifications they will 
be given a salary for six months, prefer- 
ably a year. Some companies are al- 
Fady doing this, but on a small scale. 
The committee is going to undertake 
', survey to show how many college 
‘men go into life insurance organization 
Pat graduation or soon after. Mr. Hill 
‘predicted the number would be surpris- 
Sngly large. Indications are that though 
these men start slower, averaging $125,- 
00 in their fifth year, in the Northwest- 
en Mutual’s experience, from the fifth 


Fyear on they grow rapidly. 


“Why New Men Are Needed 


About 40 percent of business five 
years hence will come from men not in 
the business, Mr. Hill said. He told of 
two young men who went in to develop 


'De Kalb County, Ill., for his company. 


They brought production from $82,700 
in 1932 to $1,531,377 in 1938, made up 
of $1,091,643 from new organization, 
$68,084 from the one district agent, the 
other having been transferred, and $171,- 
630 from the agents already under 
contract in 1932. 

Recruiting is always difficult, he said, 
so there is no reason to feel that one 
time is much worse than another. If 
agents are easy to get it is because 
times are difficult and hence it is hard 
to get them into production. On the 
other hand, if times are like the present 
it is hard to get men but it would be 
easy to get them into production if they 
could be obtained. 


Vincent Coffin Sums Up 


Summing up the entire conference, 
Mr. Coffin quoted an observation by 
General Agent J. M. Fraser, Connecti- 
cut Mutual, New York City, that it 
would not have been possible 10 years 
or so ago to elevate so much emphasis 
to the long range viewpoint. 

Mr. Coffin said three thing& appealed 
to him for immediate action: (1) to go 
home and work enthusiastically on the 
morale factor which Mr. Holcombe 
mentioned, for while it has nothing to 
do with recruiting directly it has every- 
thing to do with it indirectly; (2) that 
the recruiting problem can’t be licked 
without trying, hencea definite amount 
of time and effort must be assigned to 
It so it will not be overlooked in the 
press of more urgent matters; (3) to go 
home feeling, as Mr. Hill said, that once 
the new men are obtained it will be 
easier to get them into production. 

I received from this conference a 
renewal of faith,” he declared. “I rather 
think that you have, too.” 

Burges Johnson, professor of Eng- 
lish, gave a humorous address at the 
een which concluded the confer- 

e. 

E. R. Gettings, general agent North- 
Western Mutual, was in charge of ar- 
While the conference was 
the first state-wide managerial confer- 
ence and the idea of devoting two days 
to the single topic of recruiting was a 


decided novelty the comment after the 


meeting was all highly favorable. Most 
ot those attending from New York City 
— i a special car and there was an- 
other car for those coming from the 
Western part of the state. 





Managers Parley in Wichita 
to Treat Morale, Motivation 


(CONTINUED FROM PAGE 1) 


Penn Mutual, Seattle f 
4 } ; , and trustee of 
ar L. U., “The Steps in the Sale.” 
oF Sony A. Witherspoon, general agent 
te Hancock Mutual, Nashville, Na- 
al association vice- i é 
Sates Tee ki president, “What 
~ luncheon speaker will be Holgar 
ke co) nson, president Institute of Life 
surance. His talk will be broadcast 





How Canadian 
Exchange Control 
Affects Insurers 


TORONTO—Addressing the meeting 
of the Life Insurance Institute of Can- 
ada J. A. Tuck, legal assistant to the 
Canadian Life Insurance Officers As- 
sociation, outlined the application to 
life companies of the Canadian Foreign 
Exchange Control Board, which co- 
ordinates Canada’s resources for the 
prosecution of the war. 

Mr. Tuck discussed the effect of the 
control on operations of Canadian com- 
panies in Canada and abroad; operations 
of Canadian branches of British and 
U. S. companies; payment of Canadian 
dollar obligations to non-residents of 
Canada. All payments in connection 
with Canadian currency contracts held 
by residents of Canada may be made in 
the normal manner. 

In connection with foreign currency 
contracts on the lives of residents of 
Canada, receipts and disbursements 
should be made in the Canadian equiva- 
lent of the amount of foreign currency. 
An exception is made as to United 
States nationals and others who main- 
tain exempted foreign currency bank 
accounts with the board’s approval. New 
foreign currency policies shall not be 
issued to Canadian residents. 


Security Transactions 


Security transactions in Canada are 
generally permitted without obtaining 
the board’s prior approval. Under some 
few circumstances such as transactions 
in Canada involving other-than-Cana- 
dian securities the board’s approval is 
required if there is a change in the cur- 
rency of a security or its country of 
issue. 

The board permits companies to 
change the currency of foreign currency 
contracts held by residents of Canada 
to Canadian currency if the company 
and its policyholders so desire. 

The foreign exchange acquisition 
order of 1940 requiring all Canadian 
residents to turn over to the board their 
foreign currency balances specifically 
exempts the foreign currency accounts 
maintained by Canadian life companies 
in connection with their business abroad. 

The board has taken cognizance of 
the position of the business outside Can- 
ada of Canadian life companies. On 
Sept. 23, 1939, it ruled that “Any life 
company authorized in any part of Can- 
ada and also authorized in any country 
or countries outside Canada is author- 
ized to continue to conduct its business 
in accordance with its normal procedure. 


Carry on in Normal Manner 


This regulation permits Canadian 
companies to continue to carry on their 
business outside Canada in a normal 
manner. 

Customs officials and post offices are 
given authority by the board to inspect 
all mails leaving Canada. However, the 
board permits life companies to endorse 
on mail going out of Canada the nota- 
tion “authorized for export on behalf of 
the Canadian Foreign Exchange Con- 
trol Board.” 

The board has ruled that the Canadian 
branches of U. S. and British companies 
are residents of Canada for foreign ex- 
change control purposes and thus trans- 
actions between the branches and their 
policyholders may be carried on in the 








over the Mutual broadcasting system to 
a national hookup of 227 cities from 1:15 
to 1:30 p. m. 

Speakers in the afternoon include: 

Harry T. Wright, Equitable Society, 
Chicago, president N. A. L. U., “Life 
Insurance—a Great Democracy.” 

Gale F. Johnston, Metropolitan Life, 
St. Louis, N. A. L. U. trustee, “Sales- 
manship—a Profession.” 

Grant Taggart, California - Western 
States Life, Cowley, Wyo., National sec- 
retary, “Sales Philosophy from the Wide 
Open Spaces.” 


normal way. Most of the rules for 
Canadian life companies in Canada also 
apply to the Canadian ‘branches of Brit- 
ish and U. S. companies. 

The board regards all securities de- 
posited with Canadian branches of Brit- 
ish and U. S. companies with the re- 
ceiver-general as property of a resident 
of Canada. Canadian investments other 
than those pertaining to the Canadian 
branches of such companies are held to 
be investments of a non-resident and the 
company is entitled to receive foreign 
exchange at the board’s official rate for 
all income (whether expressed by the 
contract to be payable in foreign ex- 
change or not). 


Canadian Dollar Obligations 


Under the head, “Payment of Cana- 
dian dollar obligations to non-residents 
of Canada,” Mr. Tuck gave this out- 
line: 

Payment to non-resident payees under 
Canadian dollar contracts issued prior to 
Sept. 15, 1939, which have been con- 
tinuously owned or controlled by non- 
residents since that date may be made 
either by FECB check or by a check 
on the company’s foreign currency bank 
account. 

Payments ‘to non-resident payees 
under contracts owned or controlled by 
a person resident in Canada on Sept. 15, 
1939, or at a later date, and payments 
under Canadian currency contracts is- 
sued to non-residents since that date, 
must be made by check marked “pay- 
able in Canadian funds only.” This in- 
dicates payment is an authorized trans- 
fer of Canadian dollars to a non-resi- 
dent. 

Payments to a person who is tempor- 
arily or permanently outside Canada 
who is a resident of Canada for foreign 
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FAITHFUL AS 


U. S. Life Appoints Brad 
A. & H. Assistant Manager 


Daniel J. Brady has been appointed 
assistant manager of the accident and 
health department of United States 
Life, effective March 1. He goes to 
that company with 18 years experience 
in all phases of accident and health, un- 
derwriting, claims, and agency develop- 
ment. Following five years with Lon- 
don Guarantee, Mr. Brady was with the 
Sun Indemnity for 13 years. He has 
worked closely with life agents in 
adapting accident and health coverages 
sold in conjunction with life. 


Builds Agency Force for Expansion 


United States Life has made numer- 
ous additions to its agency force during 
its first year of operations in the acci- 
dent and health field and the company 
considers Mr. Brady’s appointment a 
progressive move in line with its pro- 
gram of expansion for 1941. Agency 
appointments have been made in Con- 
necticut, District of Columbia, Illinois, 
New Jersey and New York. 








exchange control purposes must be 
made to an address in Canada, or pref- 
erably to a Canadian bank account. 
Payments to a life company from a 
non-resident in connection with a Cana- 
dian currency contract may be accepted 
in Canadian dollars or an equivalent for- 
eign exchange. If foreign exchange is 
accepted it must be sold to the board. 
It is an indication of the esteem in 
which the life insurance business is held 
that the companies have been permitted 
the freedom granted by this arrange- 
ment, Mr. Tuck said. 


“OLD FAITHFUL” 
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—S Get Out Your 


Yardstick 


All life insurance companies are not alike. You 


can prove it right from annual statements. 


How many companies can show a mortality 


rate that constantly hovers near or below 40% 


of expected? How many can show consistent 
earnings of 4% on total assets during the past 
four years? How many can show a surplus that 
holds steadily above 7% of net assets? How 


many can illustrate a net cost of $3.21 per 


thousand on a 20-year basis at age 35? 


How many recorded a 14.9% gain in new paid- 
for production during 1940? 


Combine such performance with the modern 


policies that meet modern needs... and you 
will understand why Mutual Trust can say 


“There is nothing better in life insurance.” 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


135 S. LaSalle St. 
CHICAGO 
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The TNEC’s ” Small Fraction” 


Executive Secretary Dewey Anderson 
of the TNEC in his “progress report” 
some weeks ago made the observation 
that while the exact. information was 
not obtainable from company records it 
appeared from the best available evi- 
dence that a “small fraction of the total 
number of policyholders owns 80 per- 
cent of the ‘total of life insurance in 
force.” So far no one in the life insur- 
ance business has publicly challenged 
this figure, very likely because without 
definite figures it would be just a case 
of “You're another.” 

Yet it seems important, even if an ac- 
curate refutation can’t be given, to 
question the basis of Mr. Anderson’s 
amazing statistic. At last week’s con- 
ference of the New York State Life 
Underwriters Association Prof. Burges 
Johnson of Union College said a statis- 
tician could prove that if a fox-terrier 
2% feet long and with a tail three inches 
long can dig a hole seven feet deep in 
an hour it would be possible to dig the 
Panama Canal in one year by having a 
fox-terrier eight miles long and having 
a tail 90 feet long. Common sense seems 
to reject Mr. Anderson’s figure almost 
as quickly as it does the eight-mile fox 
terrier. 

Of course, we must not reject the pos- 
sibility that Mr. Anderson, irked at not 
being able to get the figure he sought 
in the companies’ records, was merely 
pulling a statistic out of the air and de- 
liberately exaggerating it so grossly that 
the life insurance business would be so 
outraged that it would turn to and dig 
up the figure he wanted. On the other 
hand if there were no such reaction he 
would be in a position to contend that 
his figure was probably not far from 
right, since it evoked no protest. 

As this is being written this week’s 
TNEC hearings on life insurance are 
still ahead, so perhaps Mr. Anderson will 
have something more to offer, though it 
seems doubtful, for his earlier statement 
indicated that the statistical basis for 
the figure he seeks does not exist. 

Rather than let his statement go by 
default it seems worth while to see if it 
seems any more sensible when viewed 
in the light of some other figures that 
have a firm factual basis or are at least 
pretty well accepted. First of all Mr. 
Anderson’s use of the term “small frac- 
tion” is suspicious. If any other witness 
before the TNEC had used such a vague 
term he would have quickly been asked 
to be more definite. A fraction that 
might seem small to Mr. Anderson 
might seem anywhere from infinitesimal 


up to pretty good sized to another per- 
son. Does he mean 5 percent? Does 
he mean 10, 15, 20, or 25 percent? Also 
10 percent off the end of your nose or 
off your salary seems like quite a lot. 
Subtracted from somebody else’s nose 
or salary it might not seem so large. 

If Mr. Anderson is talking about 
something in the range of 10 percent 
here are some of the implications of his 
statement: taking the total number of 
policyholders in the United States as 
65,000,000 and the total of insurance in- 
force as $130,000,000,000 so as to keep 
the mathematics simple, we have an 
average policyholder of $2,000. If 10 
percent is the “small fraction,” then 6,- 
500,000 policyholders have 80 percent of 
$130,000,000,000 or $104,000,000,000, or an 
average per policyholder of $16,000. 
Likewise it means that the remaining 
58,500,000 policyholders own $26,000,- 
000,000 of insurance, an average per pol- 
icyholder of just under $445. 

Offhand, does it seem reasonable that 
6,500,000 policyholders have an average 
of $16,000 of life insurance each? True, 
this group includes some wealthy indi- 
viduals with several hundred times this 
average. But they are few and $16,000 
seems like a lot of life insurance for an 
average of 6,500,000 persons. Again, it 
seems unlikely that 58,500,000 policy- 
holders own an average of only $400 
each. Perhaps there is sufficient lati- 
tude in ideas of what constitutes a 
“small fraction” so that a percentage 
could be found which would still meet 
the definition and yet not produce such 
a patently absurd result. It’s easy 
enough to do. Just pick your fraction 
and do a little simple arithmetic. 

At the same time it would not be 
surprising if a minority of policyholders 
do own a considerable majority of the 
total insurance in force, though not to 
the extremes indicated by Mr. Ander- 
son. Within limits, ownership of in- 
surance would probably be found to 
parallel the individual or family level of 
income and there are many more per- 
sons in the low and moderate levels of 
income than in the more prosperous 
brackets. The life insurance business 
can hardly be blamed for that. 

Another thing that would tend to 
push the statistics in the direction of 
Mr. Anderson’s figure is that the total 
number of policyholders includes not 
only the vast number of industrial pol- 
icyholders but this group is given fur- 
ther prominence in the figures by the 
number of children and wives insured, 


usually for small average amounts. 


Many of the children’s policies, for ex- 
ample, are endowments, primarily 
bought as savings, and probably for 
around $250 face amount. By the time 
Mr. Anderson’s statistic is whittled 
down to common-sense proportions and 


Are People Carrying 


Ciaris ApAms, president Ohio State 
Life, in an address at the Philadelphia 
sales congress decried the criticism 
often heard and emphasized in the 
TNEC investigation that the agency 
system loads policyholders with too 
large an amount of insurance, which in- 
duces lapses and consequent waste. It 
is said now and then that high pressure 
selling is the cause of many lapses. 

Mr. Adams declared that no reliable 
company at any time countenances the 
type of selling that is sure to lead to 


Sens oe 
the factors behind it borne in min j 
would probably be found to have ;, 
little real basis for criticism as most oj 
the other supposedly unfavorable ma. 
terial brought out on insurance befor, 
the TNEC. 


Too Great a Load? 


lapse. Perhaps at times agents may 
press too hard and companies may pres; 
the agents too hard. However, hon 
offices realize that over insurance toy 
frequently leads to a death claim, 

It behooves all companies to study the 
causes of lapses and endeavor to pre. 
vent them as far as possible. We 
doubt whether overloading could fe 
called a major cause. An agent who js 
conscientious will not deliberately 
recommend more insurance than the 
traffic will bear. 








PERSONAL SIDE OF THE BUSINESS 





Peter L. Cannon, in charge of the 
Rhode Island insurance division 1937- 
1939, has been appointed adjutant gen- 
eral of Rhode Island. 

H. M. Faser, Sr., superintendent of 
agencies Lamar. Life, spoke on “Oppor- 
tunities for Young Men in the Business 
of Life Insurance” before students of 
the school of business administration, 
Mississippi State College. He was in- 
troduced by P. K. Lutken, president of 
the Lamar Life and a Mississippi State 
alumnus. 

W. S. Rodgers, associate ordinary 
manager of Prudential for Florida, has 
been made general chairman of the 
Tampa Community Chest. 

S. Morris Thompson, former general 
agent of the Lincoln National Life in 
Pittsburgh and more recently district 
manager of the Edward A. Woods Co. 
agency of Equitable Society, has been 
appointed executive assistant to the 
president of Bethany College, Bethany, 
W. Va. He attended the college 1914- 
1916, later was at Penn State and after 
war service received his degree at the 
University of Southern California. 

E. O. Burget, president of People’s 
Life of Frankfort, Ind., and Mrs. Bur- 
get, are enjoying a Florida vacation. 

John S. Kerns, Northwestern Mutual, 
national committeeman of the Pittsburg 
(Kan.) Life Underwriters Association, 
has been named program chairman of 
the district conference of Rotary Inter- 
national to be held in Pittsburg April 
27-28. 

O. F. Wright, Northwestern Mutual, 
former president of the Hutchinson, 
Kan., Life Underwriters Association, 
who has been confined to his home for 
some months with serious illness, is 
somewhat improved but still confined. 

G. Y. Browne has been appointed dis- 
trict manager of the Mutual Life of New 
York in Augusta, Ga. 

Perry Uncapher, Bankers Life of Iowa, 
Knox, Ind., who turned in 91 applica- 
tions for $201,000 in the year ended 
Feb. 1, sold almost 90 percent of it to 
near relatives of his policyholders. His 


91 applicants represented only 58 fami. 
lies. He wrote from two to seven men. 
bers of those 58 families, for $117,000. 
In 22 other cases totaling $66,000, he had 
previously sold from one to six Bankers 
Life policies to persons related by blood 
or marriage to those 22 applicants. Only 
11 of the 91 applications were written on 
persons who had no relative insured in 
the company. He has insured 27 fami- 
lies 100 percent in the past year. 

J. Thomas Gurney, director and asso- 
ciate counsel for Bankers National Life, 
spoke at the luncheon of the Jersey City 
Kiwanis Club. 


DEATHS 


Paul H. Haltiwanger, 92, for many 
years president of the Carolina Life of 
Columbia, died there. In 1902 he pur- 
chased an interest in the old Carolina 
Casualty & Insurance of Columbia. 
Later he reorganized it as the Carolina 
Life and was its president for many 
years. He was one of the few remain- 
ing Confederate veterans in that sec- 
tion. 

Roy Benson, 41, Cedar Rapids, Ia, 
field vepeinsadaations in the farm loan de- 
partment of Metropolitan Life, was 
killed in an automobile accident neat 
Burlington. 

R. J. McVeigh, 62, for 14 years St 
Paul manager of the Metropolitan Life 
until he retired in 1928 due to disability, 
died there. He had been with the com- 
pany 43 years. 

J. M. Cardoza, special supervisor 
weekly premium department, Life 0 
Virginia, died in Shreveport, La., aiter 
an emergency operation. He had beet 
in the company’s field service since 1919. 
having served as assistant manager and 
manager in the Newport News and Nor 
folk, Va., districts. 

Russell L. Sowash, 44, assistant st- 
perintendent Prudential, Bucyrus, 0. 
died there, leaving his wife and two 
children. 
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NEWS OF THE COMPANIES 





Shenandoah Life 
Observes Its 25th 


ROANOKE, VA.—The Shenandoah 
Life held a dinner celebrating its 25th 
anniversary at which several hundred 
people were present including promi- 
nent insurance and business men as wel} 
as officials, branch managers and home 
office employes. President Paul C. Bu- 
ford introduced the guests and awarded 
service emblems. Johnston, 
president Roanoke Public Warehouse 
and vice-president U. S. Chamber of 
Commerce, spoke. 

Comparisons Are Shown 


Since its organization in 1916 the 
Shenandoah Life has increased its as- 
sets from $429,373 to $9,828,591 at the 
end of 1940. Insurance in force has in- 
creased from $1,504,904 to $78,380,368. 
Last year $2,013,845 was paid to policy- 
holders making the total since organ- 
ization $20,854,536. 

When the Shenandoah Life was or- 
ganized it occupied two rooms and had 
only one employe. In 1922 it purchased 
its present seven story home office 
building of which it now occupies three 
floors. The home office personnel has 
been increased until today there are 122 
full time officers and employes. Shenan- 
doah Life has 18 branch offices and 
over 500 agents. 

Under the mutualization plan adopted 
in 1934 the Shenandoah Life is gradu- 
ally changing from a stock to mutual 
company. In 1940, the trustees under 
the plan owned slightly in excess of 75 
percent of outstanding capital stock. 


Mid-Continent Life Boosts 
Its Capital to $1,000,000 


OKLAHOMA CITY —Inspired by 
the need of long-term financing from 
private sources as a means of promoting 
industrial development in Oklahoma, the 
Mid-Continent Life has announced a 
program of expansion that involves’ an 
increase in capital from $100,000 to $1,- 
000,000, according to Tt. ‘Stuart 
president. Commitments have been made 
for the additional stock and none will 
be offered for sale to the public. 

Six state business leaders who are 
actively interested in the promotion of 
manufacturing and industries generally 
throughout the state have been elected 
directors. They are R. L. Crutcher, 
McAlester, banker and president Okla- 
homa Development Council; T. T. 
Eason, Enid, oil man; A. D. Cochran, 
Okmulgee, attorney and oil man; Dr. 

G. Bennett, president Oklahoma 
A. & M. College, Stillwater; Tom 
Cooper, Oklahoma City and Ardmore, 
president Oklahoma Transportation 
Company, and R. A. Hefner, Oklahoma 
City mayor and owner of large property 
interests. A committee of directors will 
be appointed to study local manufactur- 
ing and industrial proposals as they are 
submitted, in all sections of Oklahoma. 

Mr. Stuart announced that the com- 
pany had $687,792 in cash assets for im- 
mediate lending prior to the increase of 
capital. Current total assets were given 
as $7,037,781. 

he expansion was inspired when 
President Stuart, who is also president 
of the State Chamber of Commerce, with 
a group of 108 other leading business 
men made a tour of investigation 
through several southern states for the 
Purpose of ascertaining the reason for 
Oklahoma’s retarded industrial develop- 
ment. They found it was largely due 
to lack of local investors interested in 
this development who would be satis- 
fied with a relatively small return on 
their money for a long time. 
.. The Mid-Continent Life will amend 
ag charter to permit of more liberal in- 
vestment in Oklahoma securities and 
Plans to increase the number of direc- 
tors to 18 or 24, representing every com- 





munity and type of business in the state, 
in order to give the company the best 
possible advice and aid. 





Act to Remove Mutualization Bar 


LINCOLN, NEB—The Bankers 
Life of Nebraska has asked the district 
court for a declaratory judgment ap- 
proving the resolution passed at the an- 
nual meeting of the stockholders adopt- 
ing a plan for the mutualization and for 
validation of the trust agreement which 
is a part of the plan. The suit is 
brought against Mary H. Wilkins, a 
policyholder, who holds that the action 
of the stockholders is void under the 
plan adopted and that it is not capable 
of enforcement. Later another policy- 
holder intervened to raise similar ob- 
sections, claiming the directors were 
without power to buy the stock at the 
stated price. 

The company asserts that the plan is 
valid and that both the resolution and 
the trust agreement are enforceable. 


United May Boost Capital 
President O. T. Hogan of United of 
Chicago, in a message to stockholders, 
states that he intends to recommend to 
the directors at their meeting in April 
that a stock or a cash dividend or pos- 
sibly both be considered. Premium in- 
come last year amounted to $1,236,430 
and he estimates that the income for 
this year will amount to  $1,500,- 
000. Assets are $830,666, capital $200,000 
and net surplus $137,372, which is the 
highest figure in the past 10 years. 


New Beneticial Life Director 


Stockholders of Beneficial Life of Salt 
Lake City have elected Dr. J. A. Widtsoe, 
an apostle of the Mormon church and 
former president of Utah University, a 
director to succeed Reed Smoot, former 
U. S. senator from Utah. 











Cole Heads Home Beneficial 


J. R. Cole has been elected president 
of the Home Beneficial of Richmond, 
succeeding M. D. Nunnally, who died 
recently. He has been senior vice-presi- 
dent. He is the sole survivor of a group 
of four men who organized the company 
in 1899. 


Confer on Central States 


ST. LOUIS—Robert A. Adams, gen- 
eral counsel American United Life, and 
Frank J. Haight, consulting actuary, 
have been here looking into the affairs 
of the Central States Life, now in the 
hands of the Missouri department, ap- 
parently as the preliminary step for the 
American United Life offering a rein- 
surance bid. 

They conferred with Superintendent 
Lucas here prior to his departure for 
Tyler, Tex., to resist a suit attacking 
the Missouri department’s plans for the 
rehabilitation of Central States Life and 
seeking appointment of a Texas ancil- 
lary receiver. A similar suit by an 
Oklahoma policyholder was recently de- 
cided in favor of the Missouri depart- 
ment by a federal court at Tulsa, Okla. 


Carleton Loeble Is Advanced 


Carleton C. Loeble, who is secretary 
of the Life Advertisers Association, has 
been elected assistant to the president 
of the Presbyterian Ministers Fund, 
Philadelphia. 

Presbyterian Ministers Fund depends 
on direct mail for most of its business, 
and Mr. Loeble has achieved a remark- 














OPPORTUNITY: 
Live, progressive Catholic life insurance organi- 
Seeman ts-dne 2 ates ome seer 
ord, who are willing to work on a full-time 
Will be held strictly confidential. ’ 
quiries to Box M-66, The National Underwriter, 
175 W. Jackson Blvd., Chicago, Ill. 
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ably high percentage of response from 
prospects. The Fund’s insurance is 
issued only to clergymen of Protestant 
denominations, their wives, and students 
for the ministry. 

Mr. Loeble is a graduate of the Uni- 
versity of Pennsylvania, has had broad 
experience in newspaper work and sales 
promotion. He has been with Nashville 
and Philadelphia newspapers and with 
the Associated Press. Part of his back- 
ground was in the sales promotion or- 
ganization of General Motors, and once 
he headed his own company for auto- 
mobile sales. He went to the Presby- 
terian Ministers Fund in 1936, as special 
representative, sales department. 

Under his chairmanship the Keystone 
Group of the L. A. A. attracted wide at- 
tention because of its “workshop” sys- 
tem of studying the mechanics of life 
insurance literature, advertising, and 
sales promotion. 





NEWS BRIEFS 


Directors of National Reserve Life 
have voted a dividend of 6 percent, or 
60 cents per share, to be paid March 3 
to stockholders of record Feb. 21. 

The St. Louis Mutual Life at its an- 
nual meeting elected A. H. L. Kuhn a 
director to succeed D. N. Curtis. 


The North American Life of Chicago 
has been licensed in Nebraska. 


AGENCY CHANGES 


Great Southern Life Shifts 
Texas Agency Leaders 


The Great Southern Life has an- 
nounced several agency changes. H. B. 
Hackleman, for six years manager at 
Waco, has been transferred to Corpus 
Christi as manager in charge of south- 
west Texas and the lower Rio Grande 
Valley. Mr. Hackleman joined the 
Great Southern in 1924 in Oklahoma 
and led the agency there in new busi- 
ness in 1925. In 1927 he was transferred 
to Dallas as supervisor. The Waco 
agency has consistently paid for over 
$2,000,000 annually under his manage- 
ment. 











Sharp Goes to Waco 


T. C. Sharp, Jr., is being transferred 
to Waco as Mr. Hackleman’s successor. 
For two years he has been assistant 
manager at Houston. He entered life 
insurance upon graduation from South- 
western University in 1931. Four years 
later he was made manager of the coast 
district. In 1937 he was appointed home 
office agency assistant, later being as- 
signed to the Houston city agency. 

H. M. Brook has been appointed 
agency organizer of the Houston city 
agency. He started in the accounting 
department in 1929, after graduating 
from the University of Texas. In 1938 
he was advanced to assistant agency 
cashier. That year he was elected presi- 
dent of the Houston Junior Chamber of 
Commerce and was further honored by 
being named Houston’s outstanding 
young man. In 1939 he entered personal 








General Agency 
Opportunity | 
in Minneapolis | 


One of the New York standard 
companies is making a change in 
a long established agency in Min- 
néapolis. A considerable volume 
of good business in force. Sub- 
stantial collection fees. This agency 
has done well in the past and is 
a real opportunity for the right 
man. He must be a producer of 
proven ability, with qualifications 
for management. State full history 
and insurance record. Box M-85, 
The National Underwriter. 




















production and in his first vear paid for 
in excess of $400,000 new business. 





General American Names Two 


E. E. Dale has become agency super- 
visor in Texas for the General American 
Life, with headquarters in the Dallas 
National Bank building, Dallas, Tex. 

He has been in life insurance since 
1930 and at one time was assistant to 
J. T. Lynn, vice-president in charge of 
agencies, who was then the manager of 
the Oklahoma City office of the Missouri 
State Life. He is a former president of 
the Oklahoma City Managers & Gen- 
eral Agents Club and was vice-president 
of the Life Underwriters Association 
there. 

General American has appointed W. 
F. Heldstab general agent in Grand Rap- 
ids, Mich. He has been manager there 
of Michigan Life. 





J. C. Elliott Makes Change 


John C. Elliott, for many years gen- 
eral agent of the Penn Mutual Life in 
Newark, has become president of Elliott 
& Fredrichs, general insurance agency 
at Westfield, N. J. 

J. C. Elliott has served as president 
of the Life Insurance General Agents & 
Managers Association of Northern New 
Jersey and was chairman of the con- 
vention of the New Jersey State Asso- 
ciation of Life Underwriters last June 
at Asbury Park. 





Mercer to Farmers & Bankers 


Frank J. Mercer, for some years dis- 
trict manager at Salina, Kan., for the 
Bankers Life of Iowa, has been named 
general agent at Hutchinson by the 
Farmers & Bankers of Wichita, succeed- 
ing the late C. C. Alexander, veteran 
general agent who died recently in the 
early winter. 





Henderson to Yonkers Post 


John T. Henderson, agency instruc- 
tor for Travelers at the 55 John Strret, 
New York, branch, has been promoted 
to associate manager at Yonkers, N. Y. 

Stephen T. Hanscom of Boston has 
been appointed group field assistant at 
Boston. Mr. Hanscom has been man- 
ager of a branch office for a national 
finance company. 


Alvin Light, Hobbs, N. M., has been 
appointed district manager for Security 
Life & Accident of Colorado in south- 
eastern New Mexico. Mr. Light for- 
merly was with the American National 
in that area. 

Earle V. Parker has been advanced by 
H. O. Seale, Jr., state manager North- 
ern Life, from field assistant to assistant 
manager at Fresno (Cal.) agency. 











Alberta May Enter Life Field 


Legislation enabling the Alberta pro- 
vincial government in Canada to ex- 
tend its insurance activities to include 
life insurance is expected to be intro- 
duced in the current session of the Al- 
berta legislature. At present the gov- 
ernment is in the fire insurance busi- 
ness. 





Court Bars Compound Interest 
SEATTLE—Superior Judge Douglas 
has held that compound interest cannot 
be charged on life insurance policy loans 
in Washington. The case is being ap- 


pealed to the state supreme court. In 
making the decision, Judge Douglas 
awarded A. A. Tremper, Bellevue, 


Wash., a $51.63 judgment against the 
Northwestern Mutual Life, representing 
the difference between simple and com- 
pound interest on a policy loan. 
Home office officials of the North- 
western Mutual testified at the trial. 
The case tested the validity of a 1939 
act passed by the Washington legislature 
which legalized charging compound in- 
terest on policy loans. Judge Douglas 
held that the measure is “unconstitu- 
tional and void” in that. it would “im- 
pair the obligations of contracts.” 


LIFE SALES MEETINGS 





Connecticut General 


Leaders Confer 


PALM BEACH, FLA.—The Presi- 
dent’s Club, leading producers’ organ- 
ization of the Connecticut General Life, 
held a four-day conference here. There 
are 53 who qualified for the club this 
year; 18 of whom have qualified every 
year since its organization four years 


ago. 
F. Hobert Haviland, agency vice- 
president, installed 1941-1942 officers: 


R. S. McClure, Jr., Philadelphia, presi- 
dent; P. T. Aubin, Chicago, vice-presi- 
dent; and F. H. Fuhrman, Philadelphia; 
Jules Nassberg, New York City, and 
H. T. Bass, Hartford, executive com- 
mittee. 

President Frazar B. Wilde spoke. 

Mr. McClure was chairman of the 
business meetings. Talks were given by 
R. B. Greene, Hartford, on “The Con- 
necticut General Sales Plan from the 
Viewpoint of a New Man;” W. F. Cost, 
Pittsburgh, “What the Study and Ap- 
plication of Our Sales Plan Has Done 
for Me;” C. B. Phillips, Buffalo, ‘“Sell- 


ing the Programmed Estate;” E, 7 
Wightman, Chicago, “Why I Ke, 


Records of My Working Time an 
Analyze Them;” W. A. Young, Ney. 
ark, “Prospects and Their Relation 1 
Income;” and Lewis Garman, Philadel. 
phia on “The Goal I Keep Before Me’ 

Mr. Haviland talked on “Our Obj. 
gation as President’s Club Members.” 
B. M. Anderson, counsel, “Taxatioy, 
Settlements and Other Legal Prob. 
lems,” and Dr. A. J. Robinson, medic! 
director, on “How to Present You 
Case to the Home Office.” 


United States Life General 
Agents Meet at Home Office 


Thirty-two general agents of the 
United States Life were brought to. 
gether at the home office in New York 
for a three-day round table conference. 
Richard Rhodebeck, superintendent oj 
agencies, who presided, arranged an in- 
formal program to bring into open dis. 
cussion the company’s contracts and 
present promotional material. 

One of the contracts discussed was a 
special plan of monthly reducing term 
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“Nation's Industry in High Gear’ 


Yes, that was a recent bold face newspaper headline. What does 
it mean? Bigger payrolls and stepped-up production for one thing. 
More men with more money to invest wisely for the security of their 
families and their future, for another. These added workers and the 
firms that employ them are ideal prospects for Minnesota Mutual's 
increasingly popular Pay-Roll Deduction Plan. Complete family insur- 
ance to meet individual employee requirements can be purchased this 
way. Premiums are met through small monthly payroll deductions 
. .. and at practically no expense to the employer. Now in use by 


Our Field Force enjoys these ADDITIONAL advantages: 
A liberal agency contract 

A plan for financing your agency 

Accounting methods to guide you 

Proven plans for finding—training agents 

A liberal financing plan for your agents 

A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 


Low monthly premiums 


A $240,000,000 Mutual Company, 61 years old with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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insurance, designed to cover mortgages 
and various types of systematic savings 
programs. Another was an illustrated 
presentation of a plan of life insurance 
called the “tithe plan” which enables 
penevolent institutions to amortize mort- 
gages and to create legacies. An open 
forum was devoted to a “case clinic,” in 
which general agents and the under- 
writing department reviewed actual life 
cases presented. 

The session was concluded with a full 
morning of discussion of the company’s 
accident, health and hospitalization port- 
folio. The group was entertained at a 
series of luncheons, dinners and a 
theater party. ; ; 

Dr. J. Albert Avrack, medical direc- 
tor and vice-president in charge of acci- 
dent and health, presented a_ special 
showing of technicolor movies he had 
flmed on a recent inspection tour to the 
Hawaiian Islands and the Far East. 





Record-Breaking 


Occidental Parley 


NEW ORLEANS—The Occidental 
California staged its largest 
agency convention here, with delegates 
coming from such far-flung points as 
Shanghai, Honolulu and Montreal to 
participate in the Occidental’s Los Con- 
quistadores Club’s gathering. 


Vice-president H. Jenkins an- 


' nounced that more than 300 attended, 
including fieldmen, wives and guests. 


The meeting convened with the offi- 
cers’ reception, and the final meeting 
was on the eve of New Orlean’s Mardi- 
Gras, which many of the delegates at- 
tended. 

A large number of the delegates jour- 
neying to New Orleans by special train 
from Los Angeles were feted in south- 
ern style at Lafayette, La., just after 
entering Louisiana. Led by Galen B. 
Black, Lafayette general agent, and Mrs. 
Black, members of the city garden club 
met the train and presented each pas- 
senger with a corsage and a colorful 
Hawaiian lei. 


Jenkins Opens Convention 


Mr. Jenkins opened the convention 

with a resounding challenge, pointing to 
the opportunities in present-day markets 
for life insurance. 
_ Dwight L. Clarke, executive vice-pres- 
ident, discussed ‘Weather Signals,” 
which are marking present-day trends 
in life insurance. He reviewed figures 
from Occidental’s balance sheet and op- 
erating summaries for 1940. 

Raymond H. Belknap, director of 
agencies, closed the convention with his 
talk, “More,” a review of selling features. 
He discussed the sales records of indi- 
vidual agents and stressed the funda- 
mental reasons for their successes. 

In addition to honors for members of 
Occidental’s two top production clubs, 
the Leading Producers and Los Con- 
quistadores, the new “Plus” Club was 
recognized, consisting of agents who 
had, before leaving their territories in 
early February for New Orleans, 
equaled their sales total for January and 
February of last year. Approximately 
40 percent of the delegates won such 
recognition. 





National Life of Vermont 
Starts Regional Series 


LLONTPELIER, VT.—The National 
lle held the first of a series of regional 


ion” pete this week for general 
: : our da i i 
included ys of intensive work 


. conferences on all phases of a 
eo agent's business, including atti- 
pe: Hear ,mangement, sales man- 
pacrieal retraining, prospecting, sales 
aie se nape. selection, mo- 
tonied. ion, and several other 
iyiscussions were led by Edward D. 
assistane oe esiaents D. Bobb Slattery, 
hel “gh the vice-president; Ward 
fe » Sales Research Bureau; Karl G. 

™, assistant superintendent of agen- 


cies; and Fred S. Brynn, agency super- 
visor. 

During March the same agency de- 
partment leaders will hold similar re- 
gional meetings of general agents at 
Hershey, Pa. March 17; Louisville, 
Ky., March 24, and Cedar Rapids, Ia., 
March 31. 


Country Life’s Annual Roundup 


Country Life is holding its 1941 farm 
bureau insurance roundup in Peoria. The 
two day meeting, which started Thurs- 
day, will include the following speakers 
on the program: D. C. Mieher, new gen- 
eral manager, “Success Equals Happi- 
ness”; Roy Fick, general agent of Madi- 
son county, “Do Farmers Need to be 
Sold Auto Insurance?” Anne Miller, 
general agent at Joliet and leader in 
agency and personal production, “Mak- 
ing—Not Waiting for Sales Opportuni- 
ties’; Dr. J. E. Boland, medical director, 
“Discussion of Hypertension”; Howard 
Reeder, actuary and home office mana- 
ger, who has resigned to become vice- 
president and actuary of Continental 
Assurance, “Special Problems”; John 
Bryant, general agent of De Kalb 
county, “Four Hundred Thousand in 30 
Days”; H. F. Dembufsky, Aetna Life, 
Goshen, Ind., “Life Insurance and So- 
cial Security”; Earl M. Schwemm, man- 
ager of Great-West Life, Chicago; T. H. 
Brock, president Farm Advisors Asso- 
ciation of Illinois, “Unity”, and E. C. 
Smith, president of the Illinois Agricul- 
tural Association. 


Life of Va. New Orleans Rally 


Agents of the Life of Virginia held a 
three-day session in New Orleans with 
300 in attendance. Home office speak- 
ers included Bradford H. Walker, presi- 
dent; I. T. Townsend, vice-president; E. 
A. Crawford, vice-president; H. P. An- 
derson, Jr., general supervisor of dis- 
tricts, and C. S. Fleming, editor. 











Mutual Life Coast Rallies 


Agents of the Mutual Life of New 
York from Utah and Idaho held a one- 
day sales meeting in Salt Lake City. 
Attendance was by qualification. A din- 
ner was attended by wives of agents and 
a few specially invited guests. Manager 
C. E. Bechtel was in charge. 

Agents from western Washington met 
in Seattle. J. P. Mulder, Seattle man- 
ager, directed the conference. 





Equitable Rally in Wichita 


The Wichita, Kan., district agency of 
the Equitable Society held a sales meet- 
ing there under the direction of Lee 
Wandling, district manager. Also at- 
tending were A. M. Embry, agency su- 


perintendent, Kansas City, V. P. Miller, 
cashier for Kansas and Missouri, Kansas 
City, and A. D. Hemphill, St. Joseph, 
Mo., manager. 





Regional Meeting Scheduled 


ALBUQUERQUE, N. M.—The Min- 
nesota Mutual Life is holding a regional 
meeting here March 9-12, with John 
Boyle, Chicago and New Mexico gen- 
eral agent, as host. 





H. M. Faser, superintendent of agen- 
cies Lamar Life, conducted agency 
schools in Birmingham and Montgomery 
the last week in February. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Feb. 25: 





Par Div. Bid Asked 
Aetna Life .... 10 1.40* 26 28 
Conn. Genl. .... 10 .80 25 27 
Contl. Assur.... 10 2.00 36 38 
Life & Cas..... 3 50 0 11 
Lincoln Natl.... 10 1.40* 29 31 
New World Life 10 .30 3% 4k 
N. W. Natl. Life 7.50  .30 9 11 
Ohio Natl. Life. 10 1.25 25 27 
Old Line Life.. 10 -60 10 12 
Travelers ..... 00 16.00 400 415 
Wis. National.. 10 1.00 16 18 


*Includes extras. 








Details 


Home Office 








The Board of Directors 
of the 


BANKERS LIFE INSURANCE 
COMPANY OF NEBRASKA 


take great pleasure in announcing that 
a program providing for the eventual 
and complete mutualization of the 
Company has been unanimously ap- 
proved by the stockholders. 


of the 
Plan are available on request of 
any interested person. 


BANKERS LIFE INSURANCE CO. OF NEBRASKA 


Established 1887 


Mutualization 


Lincoln, Nebr. 


























C. R. Boardman, President OSHKOSH, WISCONSIN 
FINANCIAL STATEMENT, JANUARY 1, 1941 
COMMENCED BUSINESS OCTOBER 12, 1908 
ASSETS LIABILITIES 
Municipal Bonds at Amortized ema MNOUNG Ys 5 dxcccccacacdancedcedsassensss $8,228,011.40 
A Cee en rer irr ne $3,680,322.37 Reserve for Installment Death Benefits...... 96,048.30 
U. S. Government Bonds......... 1,916,598.72 Life Premiums Paid in Advance............ 67,058.73 
DD OO AER Peco ee cor 865,323.45 Taxes (Estimated) ........-...---+-seee-e:s 28,988.95 
First Mortgage Loans (50% of Death Claims (Life Dept.) Proofs not com- 
sworn valtiation) ..........e00- 942,173.10 DIMGRO ai occdadcadadeescacavadudcausan des 10,326.00 
Cash on hand and in banks...... 629,960.49 Claims (Estimated) and Unearned Premiums 
Loans to Policyholders (Secured of Accident & Health Department......... 47,182.68 
by Legal: Reserve)............- 1,070,162.65 Miscellaneous Liabilities .................+-. 37,023.01 
Home Office Building............ 170,000.00 Surplus set aside for Contingent 
Other Real Estaté......<cesce- 391,916.11 Emergencies and Depreciation 
Premium Notes (Secured by of Securities .............--0-++- 375,000.00 
Beg@al NeEsesve): co... cecc0ocses 2,850.61 Surplus (Unassigned) ............. 579,344.60 
Interest AGerued? | ..cic. 0 cccescnns 70,869.50 Capital Stock Par Value (Fully 
Premiums due and deferred...... 231,353.33 Paid-Up) ....... st eeeeeees Pere. ,000. 
Due from other Companies...... 4.80 (Additional Protection to Policyholders)..... $1,354,344.60 
$9,971,535.13 $9,968,983.67 
Less not admitted assets............2..+00++- 2,951.46 On December 31, 1940, the market value of bonds was 
“Rotab aust GEOMEE So ook Sides cece cus cxcks $9,968,983.67 $182,597.40 more than the amortized values sh bove. 
Increase in Reserves.............-.0seeeeeeees Imowramce im Foree...........0....0.esceeces $41,388,382.00 
Increase in Admitted Assets.................. . Increase in Insurance in Force.............. $ 1,202,398.00 
e Increase in Accident & Health Premiums...... $22,451.00 
LIFE— ACCIDENT—HEALTH * MINNESOTA, MICHIGAN AND WISCONSIN 
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Texas Attorney-General 
May Take Independent 
Action Against Insurer 


The Texas court of civil appeals at 
Beaumont has held that the lower court 
erroneously dismissed a suit brought by 
the attorney general to cancel the char- 
ter that was issued to Teachers Annuity 
Life of Texas. The judgment of the 
lower court was reversed and the cause 
was remanded. 

The action was instituted by the at- 
torney general against the officers, direc- 
tors and stockholders and against Teach- 
ers Annuity Life itself. The attorney 
general claimed that the capital stock of 
$100,000 upon which the charter was se- 
cured was purportedly paid for by trans- 
ferring to the corporation an equity in a 
lot and building in San Antonio and that 
this was not a permissible transaction. 
The question was whether the attorney 
general had the right to bring the suit 
without the consent of the board of in- 
surance commissioners. The higher 
court held that the special legislation 
passed with respect to insurance com- 
panies does not limit this power of the 
attorney general and that he may seek 
the cancellation of the charter of such a 
company without any joint action. or 
consent of the insurance commissioner. 


Alleges $77,000 Deficit 


The attorney general alleged that the 
San Antonio property was acquired by 
the incorporators for consideration of 
$140,000 secured by an installment note 
in the sum secured by vendor’s lien on 
the property; that the capital stock was 
paid for entirely by transfer of that 
property to the purported corporation at 
a valuation of $275,000, the corporation 
assuming payment of the $123,000 in- 


‘ debtedness against it. 


The capital stock was made up of 
10,000 shares of $10 par value. The at- 
torney general alleged that C. M. Har- 
grove, aS owner or as trustee for a num- 
ber of persons, acquired a large amount 
of the stock which he is selling to the 
public and it is alleged that this stock is 
“fictitious and void.” 

The attorney general alleges that no 
part of the $123,000 indebtedness which 
Teachers Annuity Life purported to as- 
sume against the property has been paid; 
that $3,000 in taxes have accrued against 
the property, that the total indebtedness 
is now $132,000 and that the cash. mar- 
ket value of the-property is only $55,000. 
In other words that there is a net deficit 
of $77,000. The attorney general alleges 


‘that the company has no property or as- 


_ Smith. 
E. j. Dore Properly Identified 


eee ne 


sets -€xCept the purported equity in the 
Pr ecide Seemaasis the itil 
besides Hlargrove the detendants are 
C.-E e aS, Floyd McCullar, Dr. 
W..A..Kitig, Adrian Spears,. C.-J. Hes- 
ter, A. J; Ritter, Jr.. and Dr. M. J. 





Ima seporting the recent meeting. of 
thefaicago Life Insurance & Trust 
Council reference was. erroneously 
madé <to,,Edward J. Dore of Detroit. 
Mr. Dore was identified incorrectly as 
being with the George E. Lackey 
agency of Massachusetts Mutual Life 
whereas as a matter of fact, he is with 
the C. Carroll Otto agency of Mutual 
Benefit Life. He is well known through- 


, out the country and is a member of the 


' Million Dollar Round Table. 


Mr. Dore 
was in ‘Chicago for a conference with 
Nathaniel Seefurth on the subject of 
bonus and profit sharing trusts. The 
others present at that meeting were Mr. 
Lackey, H. Ben Ruhl of Massachusetts 
Mutual, Detroit; Lowell Newman, 
Adolph Gilman and Frank Holmes. 





J. H. McIntosh, 82, general counsel 
New York Life before going into prac- 
tice for himself in 1922, died in New 


York. He retired several years ago as - 


a practicing attorney. In 1934, as a 
member of the law firm of Alexander & 
Green he argued one of the gold-clause 
cases against the United States which 
tested the government’s right to abro- 
gate its pledge to pay off dollars in gold. 


AGENCY NEWS 





Cadwell Has Annual Roundup 


The annual convention of the Oak- 
land (Cal.) Agency Field Club of Mu- 
tual Life, H. B. Cadwell being manager, 
is to be held at Oakland Friday of this 
week. At the morning session with Mr. 
Cadwell as chairman, a talk will be given 
by K. J. Newfarmer and there will be a 
seminar on the family income contract 
with Norman L. Horner as the leader. 
Announcement of contest leaders will be 
made at the luncheon. There will be a 
seminar in the afternoon on salary sav- 
ings with A. C. Nelson, agency organ- 
izer, and A. J. Kirkpatrick, as leaders. 
The day will end with a dinner dance. 
The ladies will have lunch at the home 
of Mrs. Cadwell. 





Duffey Agency Honored 


Parks P. Duffey, Richmond general 
agent Connecticut General Life, was 
awarded a certificate for outstanding 
performance of his agency in 1940 at a 
luncheon there by H. Haviland, 
agency vice-president. 

The Duffey agency paid for 40 per- 


cent more life insurance and 52 percent: 


more premiums in 1940 than in 1939. 


Robjent State Mutual Leader 


Officials of the State Mutual Life 
tendered a banquet to George F. Rob- 
jent, Boston general agent, whose agency 
led in 1940 in volume of paid business. 
President Chandler Bullock, Vice-presi- 
dents Stephen Ireland and Ross 
Gordon and R. H. Denny, director of 
agencies, represented the company. 





that of February a year ago. The big 
impetus was the fact that National Life 
changed its life income option effective 
Jan. 1. That caused the agents to in- 
tensify their production efforts and 
there has been no let down in the ac- 
tivity. 

Mr. Bowser is adding selectively to 
the organization. He recently employed 
a supervisor and may add to his super- 
visory organization. He is determined 
that everyone in the agency shall make 
a respectable living and be a credit to 
the business. He feels very strongly 
that unless a man is sound financially 
and socially, he is not able to carry the 
life insurance message with the right 
degree of conviction. 





OCCIDENTAL HOLDS OPEN HOUSE 


The Chicago branch of the Occidental 
Life of California is holding an open 
house Friday afternoon to introduce its 
new executive setup. Hosts will be A. E. 
McKeough, Chicago branch manager; 
A. D. Anderson, division manager acci- 
dent and health department; J. E. Car- 
nal, manager brokerage department; 
Frank Stumb, regional group represent- 
ative, and G. N. Stafford, agency su- 
pervisor. 





THREE FORUM SPEAKERS MARCH 1 


Speakers before the Saturday Morn- 
ing forum meeting March 1 under spon- 
sorship of the Chicago Association of 
Life Underwriters will be Raymond T. 
Smith, of Alfred M. Best & Co., Lever- 
ing Cartwright, of THE NATIONAL 
Unperwriter, and Gifford T. Vermillion, 
Chicago manager of Mutual Life. Mr. 
Smith will talk on “Analyzing Financial 
Statements,” Mr. Cartwright will tell 
“What Insurance Trade Papers Should 


Mean to. an Agent,” and Mr. Vernj. 
lion’s topic is “Motivating and Securip, 
Action.” 





P. T. AUBIN COMPANY LEADER 


Philip T. Aubin of the Allison agency 
of Connecticut General Life in Chicago 
was the production leader of his com. 
pany countrywide last year and thus fy. 
comes head of the President’s Club, 

Mr. Aubin has for the past six year; 
been company leader four times, }, 
has been head of the President's Cly) 
three different years. Mr. Aubin starte 
with Connecticut General in 1921 as; 
traveling auditor. Later he was trans. 
ferred to Chicago as cashier and they 
entered the production end. 





HOULE AGENCY IMPROVES STANDING 


The A. R. Houle Agency of Mass. 
chusetts Mutual Life, since Mr. Hoy 
took over as general agent in Augus, 
1939, has gone from 31st position on the 
agency roster to 17th. n the fast 
quarter, business has shown an increas 
of better than 25 percent. 

Mr. Houle started with Mutw 
Benefit Life in Chicago in 1919 as jp. 
structor of agents. He turned to per. 
sonal producing and in 1936 was in sec. 
ond place for the entire country. Ip 
1938 he went to St. Paul as general 
agent for Massachusetts Mutual and a 
year later returned to Chicago in his 
present capacity. 





C. S. Minor, for 19 years a leading 
producer of the Mutual Benefit, ha; 
joined the Hughes agency of the Mas 
sachusetts Mutual in Chicago. He en- 
tered life insurance in 1922 and has pro- 
duced as high as $800,000 a year. 








CHICAGO 


EDWARDS ASSISTANT MANAGER 

Herman Edwards has been appointed 
assistant agency manager of the Samuel 
Lustgarten agency of Equitable Society, 
Chicago. He has been with the agency 
for five years, this being his only insur- 
ance connection. He is a graduate of 
the University of Chicago and was in 
publicity work before .going with Equit- 
able Society. 








EHLEN AGENCY AT 1 LA SALLE 


The Frank F. Ehlen agency of Guar- 
antee Mutual Life in Chicago has moved 
to 1905, 1 North LaSalle street. For 
seven years, Mr. Ehlen has been located 
at 100 West Monroe street. The agency 
re about $8,000,000 of insurance in 
orce. 





MODERNIZING GROUP COVERAGE 


E. A. Koch of the Bell & Howell 
Manufacturing Company, speaking be- 
fore the group supervisors division of 
the Chicago Association of Life Under- 
writers, outlined the features of that 
firm’s new group insurance plan. The 
company, he said, first adopted a group 
life plan 15 years ago, and this has been 
changed to a modern plan where the em- 
ployes pay a part of the premium. He 
said the plan may be altered in the fu- 
ture: in line with improvements in cov- 
erage which may be brought out: 

The plan gives $500 of free life insur- 
ance plus additional benefits ranging 
from $500 to $9,500, depending upon the 
employe’s earnings. The plan also pro- 
vides weekly accident and health bene- 
fits ranging from $10 to $40, hospital 
benefits including full surgical reim- 
bursement, and daily benefits of $3 to 
$6 for additional expenses such as oper- 
ating room and x-ray. 





BOWSER AGENCY SETS FAST PACE 


The Arda C. Bowser agency in Chi- 
cago of National Life of Vermont is 
setting a pace these days. 
alone, the business was the equivalent 
of that done in a normal six month pe- 
riod and in January the business was 
double that of the preceding January. 
The February production is also double 


In December | 


POLICYHOLDERS’ COMPANY 


SINCE 1845 


The Mutual Benefit 
LIFE INSURANCE COMPANY 


ORGANIZED 1845 - 
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nig he Travelers in Buffal d 

IR . the Travelers in Buffalo, was made an 
: Map 2 Huge Rallies honorary life member. C. Snow, 
Che? f a chairman membership committee, intro- 
Cag Bs j duced six new members. The- 
7. con- JIN Cali ornia baud, president Buffalo Life Managers 
ay be SAN FRANCISCO—With a. goal of Association, reported on recent activ- 
ix years 1300 in.attendance a committee headed ities of that group. 







by H. K. Cassidy, general agent Pacific 
t’s Clu; Me Mutual Life, is conducting an, intensive 
1 starte) MEcampaign in the northern California area 
21 as a Mie on behalf of the sales congress March 3. 
S trans. The event is sponsored jointly by the 
nd then [ME National Association of Life Underwrit- 
ws, the San Francisco, Oakland-East 
Bay, Sacramento, Stockton and Central 
ao ‘alifornia associations. 
— yom are H. T. Wright, Chicago, 
Massa. president National association; C. J. 
- Houle Zimmerman, Chicago, past president; 
Augus, Grant Taggart, Cowley, Wyo., national 
1 on the MR secretary; Gale F. Johnston, St. Louis; 
he last i james E. Rutherford, Seattle, and Roy 
increase J Ray Roberts, Los Angeles, trustees. 
\Mr, Zimmerman will be chairman and 
Mutual \lr, Roberts honorary chairman. 
) asin 
to per. je Managers Luncheon Guests 
gies Prior to the congress, general agents, 
ty. hh managers and superintendents of north- 
general BF on California life offices. will be guests 
| and a . the National association at a lunch- 
in his HF con, at which President Wright and 
other national executives will discuss 
ways and means of stimulating member- 
leading J ship interest in the local, state and na- 
t, has [ tional organizations. ; 
e Mas- ME The San Francisco Life Underwriters 
He en Association anticipates the addition of 
‘as pro- fj at least 150 members as a result of the 
x concentrated attack prior to and follow- 
— ing the sales meeting. 


M. L. Hoffman, executive secretary 
National association, who has been in 
San: Francisco about two weeks, has left 

| for Los Angeles, where another monster 
mass meeting of southern California life 
underwriters will be held March 5. 

Henry E. Belden, Union Central Life, 
president of the Los Angeles association, 
isin charge there. The same speakers 
that will appear at San Francisco will 
be featured. x 3 

More than 2,800 are expected to at- 
tend. ; ) 

Presiding will be Mr. Zimmerman. 
Honorary chairman will be. Mr. Roberts. 
Preceding the session will be a lunch- 

eon for general agents, managers and 
superintendents of the Los Angeles dis- 
trict. The luncheon. will be under the 
sponsorship of the National Association 
in cooperation. with the Los Angeles 
group, and the same six officials will ap- 
‘pear on the program. 


: He 


Inflation “Remote,” Faser 
Tells Buffalo Association 


_BUFFALO—The possibility of infla- 
tion is very remote, H. M. Faser, Jr., 
Boston general agent Penn, Mutual Life, 
told the Buffalo Life Underwriters As- 
sociation at a luncheon meeting with 
nearly 200 in attendance. 

He said the national defense program 
as yet has had little effect on instirance 
sales but predicted “a tremendous in- 
crease in life insurance business before 
the end of this year.” He said rising 
taxes will induce employers to spend 
more ,of their excess profits on group 
Msurance plans. 

Discussing selling technique, Mr. 
Faser Said that today, more than ever 
before, it is important to “disturb” a 

| Prospect, because there are so many 
other disturbances. around him. He 
_ Warned that it is difficult to sell insur- 
_ ance without giving the prospect a 
chance to talk and express his own 
views, : 
h Always have plenty of ammunition on 
and for the close,” he suggested. “If 
one line, of attack fails, be ready to try 
. — He said itis necessary to 
% ai y Pressure to close a sale and urged 
—— not to be afraid to use pres- 


| Us its a4 sa 
7) + G.SuElliott, retired general agent. of 
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Chicago Party to National 
Rally Now Number 16 


A large delegation from Chicago to 
the mid-year meeting of the National 
Association of Life Underwriters in 
Wichita, Kans., March 27-29 is antici- 
pated, according to William M. Houze, 
resident, Chicago Association of Life 
Inderwriters. Extra train and plane serv- 
ice will be available out of Chicago, and 
eastern and northern associations are 
welcome to join the party of Chicagoans. 

Sixteen Chicagoans have indicated 
they will attend the Wichita meetings, 
including, of course H. T. Wright, Equi- 
table Society, National president, and 
C. J. Zimmerman, Connecticut Mutual 
Life, immediate past National president. 
W. M. Houze, John Hancock, Chicago 
association president, will attend and 
P. B. Hobbs, Equitable Society, National 
committeeman; L. M. Buckley, chair- 
man committee on national council 
meetings; Miss Joy M. Luidens, sec- 
retary Chicago association; A. E. Mc- 
Keough, Occidental Life, Calif.; 
Stumes, Penn Mutual; R. R. Reno, Jr., 
and W. V. Woody, Equitable Society; 
E. B. Thurman, New England Mutual; 
J. H. Brennan, Fidelity Mutual; J. D. 
Moynahan, Metropolitan, chairman Chi- 
cago general agents and managers divi- 
sion; George Huth, Provident Mutual; 
John Walsh, Home Life of New York; 
and W. E. Hughes, Massachusetts 
Mutual. F. P. Beiriger, president Illinois 
association, plans to join the Chicago 
group. 


Illinois State Association 
Meeting Plans Announced 


Plans for the Illinois State Association 
of Life Underwriters annual meeting in 
Chicago April 18 were announced this 
week by F. P. Beiriger, president. It 
will be held in conjunction with the 
sales congress of the Chicago associa- 
tion April 19. 

The state meeting will start at 11 a. m. 
April 18. In the business meeting there 
will be committee reports by chairmen: 
L. M. Buckley, Chicago, sales con- 
gress; K. E. Williamson, Peoria, educa- 
tion; C. H. Leas Jr., Decatur, exten- 





sion; E. M. Spink, Jacksonville, finance; 
J. L. Taylor, Springfield, legislation; 
Frank Palumbo, Kankakee, membership, 
and R. S. Wilson, Bloomington, pub- 
licity. 

The nominating committee consists of 
B. J. Stumm, Northwestern Mutual, 
Aurora, chairman; P. B. Hobbs, Chicago, 


ciation of Life Underwriters, will talk 
on National association activities; State 
Association work will be covered by 
President Beiriger, and F. H. Snell, 
Peoria, general agent Penn Mutual, will 
deal with local association functions. An 
open forum will be held on association 
work. 


Equitable Society; Dr. J. H. Pearce, 
| 


Connecticut Mutuai, Peoria; S. indicated in early reservations made 





LaFond, Metropolitan, Rockford; and several assoications. All sessions will 
H. M. Solenberger, Mutual Benefit, be held in Hotel LaSalle. 
Springfield. 

A luncheon will follow with three 


talks depicting what a life agent may Discuss California Legislation 
expect to receive from his’ association. 


H. T. Wright, president National Asso- 


A large delegation from corms S 
y 


LOS ANGELES—Officers, members 
of the executive committee and: mém- 














following are some of the highlights of the record: 
INSURANCE IN FORCE peas 


Increased in 1940. ... 





1,663,435.56 


SINCE 1940 
ASSETS HAVE INCREASED.................. 
SURPLUS HAS INCREASED.................. 


THE RENEWAL LAPSE RATIO—While always favorable—was the 
LOWEST IN THE COMPANY'S HISTORY. 


A Quality, Legal Reserve Mutual Company 


Ambitious underwriters who write quality business are finding a 
splendid future with the Company. 
Agency opportunities in Indiana, _ Illinois, 
Ohio, lowa, Michigan, Texas and Minnesota 
EDWARD B. RAUB A. H. KAHLER 


President Second Vice-President: 
. Supt. of Agencies 








LT A ee ee $:-3,712,455.00: 


WI, 
142%. 
32% more men paid for $100,000 or more of new business than in 1939... 


HIGHLIGHTS FROM 1940° 


The 36th Annual Report of the INDIANAPOLIS LIFE INSUR: | 
ANCE COMPANY sets forth many interesting facts. The «. 


| 
| Making Total in Force........................ 1 14,767,904.00 
S WR coos osc cee ns. 2,140,922.17° 
Making Total Assets....................2..... 26, 144,751.34 
SURPLUS tamomned . .. .. ... 5.3. es 151,129.91... 


Indianapolis Life Insurance Company 
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bers of the legislative committee of the 
California State Association of Life Un- 
dérwriters met in Los Angeles this week 
and heard the report of Chairman Kel- 
logge Van Winkle of the legislative com- 
mittee. Each of the bills before the 
legislature of importance to life insur- 
ance was discussed. 

There was a general sense of appre- 
ciation of the cooperation between the 
association and the California depart- 
ment. There are but two bills where 
some differences. occurred and it is ex- 
pected that the committee and the de- 
partment will get together on these. 

Definite opposition was expected to 
the savings bank life insurance bill. 

It was decided that the annual meet- 
ing of the state association will be heid 
late in June, the exact time and place 
to be announced later. 


Mich. Annual Meeting May 23-24 

DETROIT—Plans are already under 
way for the annual meeting of the Mich- 
igan Association of Life’ Underwriters, 
which is scheduled for Battle Creek May 
23-24, with the Battle Creek association 
as host. F. C. White, district manager 
Penn Mutual and president of the Battle 
Creek association, heads the local ar- 
rangements committee. 

At the banquet in Lansing March 5, 
honoring Governor Van Wagoner and 
Commissioner Berry, one of the speak- 
ers will be Col. C. B. Robbins, manager 
and general counsel American Life 
Convention. President E. P. Balkema, 
manager. Northwestern National, will be 
toastmaster. 


Over 400 at Utah Congress 

SALT LAKE CITY—Over 400 at- 
‘tended the annual sales congress of the 
"Utah Life Underwriters Association 
lhere, Speakers included H. T, Wright, 
Equitable Society, Chicago, president of 
the National association. 





New Cleveland Secretary Named 


CLEVELAND —Lloyd C. Nelson has 
been named executive secretary of the 
Cleveland Life Underwriters Association 
to succeed George H. Thobaben, who 
resigned. to- join the Penn Mutual here. 

Mr. Nelson was. formerly connected 
with the Universal Credit Corporation, 
auto finance company, and- the First 
Cleveland Corporation, investment se- 





curity house. 
Des Moines—H. T. Wright, president 
National association, deelared that “life 


insurance agents, more than anybody 
else, help reduce taxes.” He pointed to 
national statistics which he said showed 
life insurance funds constitute 87 per- 
cent of the average estate. 

“Obviously,” he said, “if the public 
were not sold on the value of life insur- 
ance, our various governmental bodies 
would be compelled to care for the sur- 
vivors of a large majority of deceased 
adults.” 

Many Des Moines business men and 
executives of Des Moines life companies 
attended. 

Kalamazoo, Mich.—S. D. Risley, assist- 
ant superintendent of agencies Metro- 


politan Life, spoke on “Intangibles.”” W. 
G. Kelley, Metropolitan manager and as- 
sociation president, introduced the 
speaker. 

Fort Worth, Tex.—B. P. Stone, Fort 
Worth attorney, spoke on the economic 
effect of war defense in Fort Worth. 
Three California- Western States Life 
officials were guests: R. P. Cox, agency 
manager; E. L. Guttersen, inspector of 
agencies and B. T. Cantrell, Texas su- 
pervisor. Mr. Cox spoke. R. H. Kerr, 
supervisor of agencies State Life of 
Indiana, also was a guest. President N. 
S. Longabaugh, Manhattan Life, pre- 
sided. 

In a special radio program broadcast 
from Fort Worth, teams from the Fort 
Worth and Dallas associations vied in 
a quiz program. 


Peoria, lll.— K. W. Conrey, Grand 
Rapids, general agent Penn Mutual, 
spoke on “Selling Life Insurance in 


1941.” He told of his inventory system 
which classifies both prospects and 
policyholders according to needs. Guests 
included A. E. Patterson, vice-president; 
J. M. Royer, Chicago general agent, and 
E. P. Connolly, Des Moines general 
agent, all of Penn Mutual Life. F. E. 
Cavette, Massachusetts Mutual, vice- 
president, presided as President F. J. 
Manning, Metropolitan Life, is on vaca- 
tion in Florida. 

Memphis, Tenn.— James Herman, 
Guardian Life, spoke on ‘Prospecting’; 
Oscar Hurt, State Mutual, on “Program- 
ming Insurance,” and Herman Appleson, 
New York Life, on “Keeping Records.” 

Boston—W. G. Strathern, director of 
sales training of a New England coke 
company, gave an address on salesman- 
ship. Certificates were awarded to the 
agencies which have 100 percent member- 
ship; Clarke agency, Acacia Mutual; Hay 
agency, Aetna Life; Shearer agency, Co- 
lumbian National; Sanborn agency, Con- 
necticut Mutual; Cooley agency Equi- 
table Life of Iowa; Quincy agency, John 
Hancock; Cambridge agency, Metropoli- 
tan; Fenway agency, Metropolitan; John 
Cc. Paige, Travelers, and Bogardus 
agency, Union Central Life. 

Detroit—Three of the new agency ex- 
ecutives in Detroit were introduced by 
President W. A. Post, Connectieut Gen- 


eral, including R. H. Wertz, Reliance 
Life; C. E. Stumb, Connecticut Mutual, 
and F. M. Minninger, general agent, 
Connecticut General. A. D. Sutherland, 
general agent Home lLife,. who was 


awarded the President’s Cup by his com- 
pany for outstanding achievement in 
agency building and management in 
1940, also was introduced. 

Portland, Ore.—James Rutherford, 
Seattle general agent Penn Mutual Life 


and National association trustee, will 
speak at the annual sales congress 
Feb. 28, 


Topeka—Leon B. Fink, assistant man- 
ager Equitable Society, and president 
Kansas City Life Underwriters Associa- 
tion, spoke on “Stick to Your Guns.” 

Kansas City—Membership has reached 
a new all-time high of 400, coming up, 
despite a dues increase late last year, 
from the 1940 high of 337, reports Kiah 


Warden, Connecticut General, member- 
ship chairman. 
Dallas—A team of four members of 


the Fort Worth association defeated a 
team from the Dallas association on the 
“Quiz of Two Cities” program over sta- 
tions WFAA-WBAP. Members of the 
winning team were: N. S.:._Longabaugh, 
Manhattan Life, association president; 
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complete personal protection. You can 
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Miss Mary B. Kern, Southwestern Life; 
Mrs. Mabel Bennett, Pacific Mutual Life, 
and Tom Taylor, State Life of Indiana. 
Members of the losing Dallas team were: 
Miss Catherine Wharton, Southwestern 
Life; Mrs. C. B. Godfrey, Great National 


Life; Rufus Caldwell, Connecticut Gen- 
eral Life, and Lionel Hardie, American 
National. 


Omaha—Harry T. Wright, president of 
the National Association of Life Under- 
writers, addressed a meeting of more 
than 300. Insurance Director C. C. Frai- 
zer and J@hn Logan, attorney for the 
department, were guests. 

Robert A. Wiley, president 
Omaha association, presided. 

Following Mr. Wright’s address, a 
meeting was held with the directors and 
presidents of the various local associa- 
tions in Nebraska, 

Minneapolis—R. L. Smith, Jr., Minne- 
sota securities commissioner, told how 
the public often falls for get-rich-quick 
schemes and loses thousands of dollars 
annually which might better go into 
life insurance. 

Fort Wayne, Ind.—L. L. Newman, as- 
sociate general agent Penn Mutual, dis- 
cussed “Selling.” The annual sales con- 
gress will be held late in March. 

Toledo, 0.—C. L. Burden, division su- 
pervisor field training division Metro- 
politan Life in Ohio, Indiana, West Vir- 


of the 





ginia and Kentucky, discussed “Organ- 
ized Selling.” 
Salina, Kan.—J. S. Piper, Metropoli- 


tan Life, has been advanced from vice- 
president to president following the 
transfer of J. J. Donelan, Pan-American 
Life former president, to Manhattan. A 
series of monthly newspaper advertise- 
ments, including mats furnished by the 
National association, is being run in the 
Salina papers signed by paid-up mem- 
bers of the Salina association, in the in- 
terest of the association and life insur- 
ance. 


Pittsburg, Kan.—The annual ladies 
night meeting will be held March 7, 
with Hugh D. Hart, Illinois Bankers 


Life, as speaker. A membership goal of 
30 has been set in a campaign directed 
by a committee headed by Albert Bran- 
num, Metropolitan. 

Buffalo—A. R. Jaqua, associate editor 
of the Diamond Life Bulletins, will speak 
March 20 on “On the Assembly Line.” 

Hutchinson, Kan.—J. E. Conklin, pres- 
ident of the Kansas association, spoke 
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ALFRED MacARTHUR, PRESIDENT 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurt, 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill 
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ILLINOIS 
| DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR 


Consulting Actuaries 
10 N. La Salle St. Chicago, Illindy 
Telephone State 1330 




















WALTER C. GREEN 
Consulting Actuary 
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HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 


10 S. La Salle St., Chicago 
M. meine as ik Frank 
N. A. Moscoviteh, Ph. D. * whe: 
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INDIANA 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 














HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 























NEW YORK 


Established in 1865 by David Parks Fackier 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holras 
8 West 4th Street New York City 




















Consulting Actuaries 
Auditors and Accountants 
S. H. and Lee J. Wolfe 


Lee J. Wolfe 
William M. es 
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116 John Street, New York, N. Y. 
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FRANK M. SPEAKMAN 
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= 
on “The Showmanship of Salesmanship.” 
Members were urged to attend the 
“Grant Taggart Day” meeting in Dodge 
city March 26 for southwest Kansas. 


~NEW YORK 


(IVIL RELIEF ACT BOOKLET 


The Young Men’s Board of Trade of 
New York City has issued a pamphlet 
“Military Service and Your Life Insur- 
ance.” It is largely a factual descrip- 
tion of the soldiers’ and sailors’ relief 
act of 1940 interpreted in layman lan- 
guage. It takes up various typical sit- 
yations and answers most of the ques- 
tions that a man about to be inducted 
into service might have. 

While almost entirely descriptive, the 
pamphlet draws some conclusions, such 
as the statement, “Apparently the bene- 
fits of the act may be secured by an 
insured even though the beneficiary is 
irrevocably designated and even though 
the insured has assigned the policy, 
provided he still has some interest in 
the policy and these benefits may be se- 
cured without the consent of such ir- 
revocably designated beneficiary or 
assignee.” 

The pamphlet was compiled by the 
board’s insurance committee. It may 
be had for 10 cents a copy. In quanti- 
ties of 5 to 100 the price is 5 cents a 
copy and in lots of 100 or more 3 cents. 














D. J. QUINN 30 YEAR MAN 


Daniel J. Quinn, manager of the Bor- 
ough Hall ordinary agency of Pruden- 
tial in Brooklyn, has rounded out 30 
years of service with that company. 

He joined Prudential in Brooklyn and 
then in 1921 was made a special agent 
in New York City, also serving in that 
capacity at Los Angeles. In 1929, he 
was promoted to assistant manager in 
Los Angeles and assumed his present 
duties in 1930, 





INSURANCE INSTITUTE “EXAMS” 


Thus far 3,064 registrations have been 
received for examinations to be held by 
the Insurance Institute of America 
beginning April 21. Centers where class 
group examinations will take place 
include Atlanta, Baltimore, Blooming- 
ton, Ill, Boston, Cedar Rapids, Ia., 
Chicago, Cleveland, Columbus, O., 
Dallas, Detroit, Dubuque, Ia. Glens 
Falls, Hartford, Jamestown, N. Y., 
Manchester, N. H., McMinnville, Ore., 
New Haven, New York, Newark, Phila- 
delphia, Providence, St. Louis, San 
Francisco, Seattle, Springfield, Mass., 
tevens Point, Wis., and Vancouver 
and Winnipeg, Canada. 

In addition some 300 individual and 
correspondence course students will 
take examinations in various locations 
including centers in Cuba, Mexico, 
Hawaii and the Philippine Islands. 





WOMAN’S ARTICLE REPRINTED 


The article on insurance “Selling Se- 
curity for Tomorrow” that appeared in 
Independent Woman,” publication of 
the National Federation of Business & 
Professional Women’s Clubs, has been 
Put out in reprint form and sells for 
a i’ 10 = $1.25. The organ- 

n 1s located at 1819 Broadw 
New York City. _— 





JOINS HOEY & ELLISON 


ia G. Werner has resigned from the 
! he Jones agency of the Mutual Life 
in New York City to become brokerage 
supervisor of the Hoey & Ellison life 
sgency of the Equitable Life of Iowa. 
Mr, Werner has been in the life insur- 
ance business for the last four years. 
€ succeeds J. A. O’Hara who has been 
ee to other duties with the gen- 
tr insurance brokerage firm of Hoey, 
. _ and Frost, but will still be 
vailable for consultation with brokers. 


Herbert L. Cramer 
; , general agent of 
Northwestern Mutual at South Bend, 
— 1s recovering from a recent opera- 
N performed at the Epworth hospital. 


NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Sun Makes First 
Change Since ‘37 


The dividend schedule going into ef- 
fect April 1 for Sun Life of Canada is 
the first dividend revision by that com- 
pany since 1937. The effect of lower in- 
terest earnings is quite apparent in this 
new scale where there are numerous in- 
creases during the early policy years 
but decreases in later years under the 
ordinary life contract. In the accom- 
panying table it will be noted that divi- 
dends for age 60 at issue are lower than 
those for age 55. At age 60 the mor- 
tality saving was not sufficient to offset 
the interest factor. Another peculiarity 
is that dividends for the first few years 
under ordinary life are higher than sim- 
ilar dividends for 20 payment life and 20 
year endowment. The accompanying 
table gives a portion of the schedule on 
the more important forms. 


Ordinary Life 


$ $ $ 3 $ $ 
Pre, 21.25 27.90 32.65 38.90 57.95 72.65 
Ages 25 35 40 45 55 60 
2 4.56 65.10 5.36 5.77 6.42 5.74 
3 4.61 5.17 5.44 5.87 6.56 5.90 
4 4.66 5.25 5.53 5.97 6.70 6.06 
5 7.07 7.98 8.42 9.11 10.25 9.33 
6 4.77 5.40 5.70 6.18 6.98 6.38 
7 4.82 5.48 5.80 6.29 7.11 6.54 
8 4.88 5.56 5.89 6.40 7.25 6.69 
9 4.94 5.64 5.98 6.50 7.39 6.84 
10 5.00 5.72 6.08 661 7.53 6.99 
11 5.06 5.80 6.17 6.72 7.66 7.14 
12 5.12 5.89 6.27 6.83 7.80 7.28 
13 5.19 5.97 6.87 6.94 17.93 17.42 
14 5.25 6.06 6.47 7.05 8.06 7.56 
15 5.32 6.15 6.57 7.16 8.19 7.69 
16 5.39 6.24 6.67 7.27 8.32 7.83 
17 5.46 6.33 6.77 7.38 8.44 17.95 
18 5.53 6.42 6.87 7.49 8.56 8.08 
19 5.60 6.51 6.97 7.60 8.68 8.20 
20 5.67 6.60 7.07 7.71 8.80 8.31 


20 Yr. 
Tot. 98.90 113.27 120.39 130.85 148.63 137.93 
20 Payment Life 


$ $ $ $ $ $ 
30.70 37.35 41.75 47.20 63.40 76.10 
35 4864000 45 60 


Pre. 

Ages 25 55 
2 3.85 4.42 4.77 5.24 5.64 4.58 
3 3.94 4.54 4.90 5.39 5.81 4.76 
4 4.05 4.67 5.04 5.53 5.99 4.95 
5 6.22 7.19 7.76 8.52 9.23 7.70 
6 4.26 4.92 5.382 5.84 6.34 5.32 
7 4.37 5.06 5.47 6.00 6.51 5.50 
8 4.48 5.20 5.62 6.16 6.70 5.69 
9 4.60 5.34 5.77 6.33 6.88 5.88 


$ $ $ $ $ $ 
Pre. 30.70 37.35 41.75 47.20 63.40 76.10 
Ages 25 35 40 45 55 60 
10 4.72 5.49 5.93 6.50 7.07 6.07 
11 4.85 5.64 6.09 6.67 7.26 6.26 
12 4.98 5.79 6.26 6.85 7.45 6.45 
13 5.11 5.95 6.438 7.04 7.65 6.65 
14 5.25 6.12 6.61 7.22 7.86 6.86 
15 5.40 6.29 6.79 7.42 8.07 7.08 
16 5.54 6.46 6.98 7.62 8.29 7.30 
17 5.70 6.64 7.18 7.83 8.53 7.55 
18 5.85 6.83 7.88 8.05 8.78 7.81 
19 6.02 7.02 7.59 8.28 9.04 8.10 
20 6.19 7.22 7.81 8.52 9.33 8.43 
20 Yr. 
Tol. 95.38 110.79 119.70 131.01 142.43 122.94 
20 Year Endowment 
$ $ $ $ $ 
Pre. 49.15 51.00 52.75 55.55 66.90 77.80 
— 25 35 40 45 55 60 
2 3.86 4.35 4.59 5.09 5.74 4.69 
3 4.04 4.54 4.77 5.27 5.93 4.88 
4 4.24 4.73 4.97 5.46 6.12 5.08 
5 6.65 7.39 7.74 8.49 9.47 7.91 
6 4.64 5.138 5.37 5.86 6.52 5.47 
7 4.85 5.34 5.58 6.07 6.72 5.67 
8 5.07 5.56 5.79 6.29 6.93 5.88 
9 5.30 5.79 6.02 6.51 7.14 6.08 
10 5.53 6.02 6.25 6.73 7.36 6.29 
11 5.77 6.26 6.49 6.97 7.58 6.51 
12 6.03 6.51 6.73 7.22 7.81 6.73 
13 6.20 6.77 6.99 7.47 8.06 6.96 
14 6.56 7.04 7.26 7.74 8.37 7.20 
15 6.84 7.32 7.54 8.01 8.58 7.45 
16 7.13 7.61 7.83 8.30 8.86 7.73 
17 7.44 7.91 8.13 8.61 9.16 8.03 
18 7.75 8.23 8.45 8.93 9.49 8.36 
19 8.08 8.56 8.79 9.27 9.85 8.74 
20 8.42 8.91 9.14 9.63 10.25 9.17 


20 Yr. 
Tot. 114.49 123.97 128.43 137.92 149.88 128.83 
30 Year Endowment 


Ages 5 35 40 

—— wvaew eames $ 32.90 $ 35.85 $ 38.60 
Bcaweetsdidenexas 4.40 5.10 5.44 
Weistuciucessaucae 4.50 5.21 5.56 
Se decedecee ewes 4.61 5.32 5.67 
Dicdacedanewcsqaeea 7.07 8.15 8.69 
| POP EC CCT reer Ce 4.83 5.65 5.91 
Geuscctecccceecees 4.95 5.67 6.04 
Mcacccadutccecuns 5.07 5.80 6.16 
eawnciecevareeres 5.20 5.93 6.29 
BO euepcctcerscalawes 5.33 6.06 6.42 
BO dwense dee aleelcous 5.46 6.19 6.56 
DE encase ecucsees 5.60 6.33 6.70 
DE ceeuscacusaceedc 5.74 6.47 6.84 
De evcccusewade awe 5.89 6.62 6.98 
Nee tnace tude ce es 6.04 6.77 7.13 
ROGis te cdde dedesess 6.20 6.92 7.28 
 cawaaeewaa deo es 6.36 7.08 7.44 
GO at cacdeceeuwes 6.53 7.24 7.60 
eda seoe cenceeres 6.70 7.41 7.77 
BO ctavcacuceanee aes 6.88 7.59 7.94 
20 ¥¥.. Tetale.... 107.36 121.41 128.42 


Equitable, Can., Continues Scale 


The Equitable Life of Canada, Water- 
loo, Ont., will continue its 1940 dividend 


scale for 1941. This scale has been un- 
changed since 1936. Interest on divi- 
dends left to accumulate remains at 4 
percent. The rate on proceeds payable 
under settlement options also is 4 per- 
cent. 


Occidental of Cal. Issues 
Three New Contracts 


Occidental Life of California an- 
nounced at its agents convention in New 
Orleans last week three new policies, 
which are “income replacement,” “fam- 
ily protection” and “mortgage protection 
rider.” 

The income replacement is a develop- 
ment of the address given some time ago 
by F. M. Hope, vice-president, in which 
he expressed the idea of issuing earnings 
insurance. The second form is a single 
policy combining term to 65 and family 
income to 65. The mortgage protection 
rider may be attached, with few limita- 
tions, to any existing or newly issued 
Occidental policy. 

Income replacement is designed spe- 
cifically to insure a person’s earned in- 
come. In the event of his death his 
dependents will continue to receive this 
amount until he would have reached 
normal retirement age 65. It does not 
have cash values or other non-forfeiture 
options, nor a multiplicity of settlement 
options, and provides maximum protec- 
tion for minimum outlay. It is similar 
to family income but does not require a 
lump sum face amount as a basis for the 
family income. Limits are ages 20-50 
inclusive, minimum $15 per month and 
maximum 50 percent of earned income. 
The policy is sold in units of $10 per 
month income. 

There are three special conversion 
options, to ordinary life with family in- 
come to age 65 (or to endowment life 
income with family income at 65) with 
face amount such as to make net amount 
at risk including family income the same 
as amount of insurance at risk under 
the income replacement policy; or to 
either of these forms in amount to pro- 
vide the same monthly family income; 
or without medical, to any non-partic- 
ipating whole life or endowment policy 
at the effective premium rate at attained 
age. 

An additional protection rider providing 
additional term insurance to age 65 was 
announced which can be used to increase 
the face amount of the income replace- 
ment or family income form, the mini- 
mum additional issued being $500 with 
rider conversion prior to age 60. 

The family income contract is issued 
in units of $10 monthly income which 
is provided in the event of insured’s 
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death before age 65 until he would have 
attained age 65, with the face amount 
payable at that time. The premium is 
level with full non-forfeiture values, but 
extended insurance for only the face 
amount. The minimum face amount is 
$1,000. : 

Illustrative premium rates at quin- 
quennial ages are: 


Inc. Fam. 

Rep Inc. 

$10 <Add. $10 Mort. Prot. Rider 

Per Ins. Per 22P. 12P. 9P. 
Age Mo. to65 Mo. 25Yr. 20Yr. 15Yr 
20 $19.61 $10.73 $23.85 $ 8.55 $ 7.92 $ 7.69 
25 20.19 11.38 24.3 9.03 8.33 8.04 
30 21.04 12.38 24.98 9.79 8.95 8.55 
35 22.18 13.73 25.91 11.07 10.02 9.36 
40 23.27 15.48 28.91 13.42 12.28 11.16 
45 24.00 17.92 33.51 17.11 15.48 13.94 
50 24.00 22.14 36.99 --- 20.56 18.12 
55 ise” 6450 DOD 28.89 25.13 
60 bat scse SOLES 





John Hancock New Annuity Rates 


Effective March 1, John Hancock Mu- 
tual adopted the new standard table for 
single premium immediate annuities. 





will be 15 classes in all. _The course is 
conducted at the University of Newark. 








Negro Group’s Essay Contest 


To promote interest in insurance 
among the rising generation of Negroes 
and also as a means of interesting pros- 
pective agents for Negro companies, the 
National Negro Insurance Association 
has launched a nationwide essay contest 
in which several hundred dollars in 
prizes will be given for the best essays 
by high school students on “Life Insur- 
ance and Its Relation to Education.” 





Kavanaugh Zone 5 Chairman 


Commissioner Read of Oklahoma, 
secretary National Association of Insur- 
ance Commissioners, has announced the 
appointment of Commissioner Kava- 
naugh of Colorado to succeed Harrison 
of Arkansas as chairman of Zone 5. 





CLU. 


New Course at Ohio State 


The Columbus chapter of C. L. U. has 
arranged for another course on finance 
at Ohio State University starting March 
3. Prof. J. W. Ley of the university 
will conduct the course on corporation 
finance, Prof. Virgil Willit the one on 
banking and credit and Prof. N. G. 
Riddle that on investments. A course 
on law, trust and taxes has just been 
completed. 








McCann Speaks in Indianapolis 

Carl McCann, Northwestern Mutual 
Life, past president, spoke to the In- 
dianapolis C. L. U. chapter, analyzing 
the economic theories of Carl Snyder, 
Federal Reserve Bank. Mr. McCann 
served as an instructor in economics in 
several mid-west colleges. 





Williams Speaks in Dallas 


J. P. Williams, director educational 
advisory department American College 
of Life Underwriters, will speak at two 
meetings in Dallas March 3 while in 
the southwest to attend the C.L.U. re- 
gional conference at Oklahoma City 
Feb. 28-March 1. He will discuss the 
history and work of the American Col- 
lege ata luncheon attended by the Dal- 
las Life Insurance Managers Club and 
local company officials and will talk at 
a dinner for the Dallas C.L.U. chapter 
and students and instructors in the 
C.L.U. courses. 





Review Courses in Newark 


The review courses in Newark for the 
C.cs. Uz examinations, sponsored by the 
American College of Life Underwriters 
and the life underwriters of Northern 
New Jersey, are well attended. There 





Something New 
INE BOM INSIUISNN@D 


A Pure Protection . .. ordinary or 


whole life policy without cash values 
Our limited pay policies permit 
the withdrawal of cash values 
Without cancelling policy 
Schigss 
Without note, interest or reducing policy 


Many other new features 
that appeal to thinking people 


Commissions that will interest any 
salesman. Previous experience not essential 


Interstate Reserve 


Life Insurance Company 
TEN EAST PEARSON STREET, CHICAGO 


Title Insurance 
Companies 


@ The title insurance firms whose 
cards are shown on this page have 
been selected after careful investiga- 





























COLORADO 





THE TITLE GUARANTY 
COMPANY 


W. Elliett Houston, Pres. Aksel Nielsen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 











MISSOURI 





Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 


Qualified with Insurance Departments 
of Missouri and Eastern States 


Disburses construction funds and in- 








sures against Mechanic Liens 
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March 15 Is Currently 
the Biggest Competitor 


Life insurance agents find that the 
biggest competitor at the moment is, so 
to say, March 15, in other words, the 
deadline for filing income tax returns. 
The income tax, with its increased rate, 
is uppermost in the minds of many pros- 
pects today. A good many men have 
not yet prepared their returns and have 
not discovered exactly what their tax 


a 
will be. It is a substantial mental hy,. 
ard and it is causing consideration 4 
life insurance to be deferred in a goo 
many cases. Probably, after the tax. 
payer has made his calculations, lear, 
the bad news and makes out his check 
he will be a better life insurance pro. 
pect. ’ 





C. H. Heyl, director of agencies, ang 
J. H. Lee, special representative of th 
Bankers Life of Nebraska, met with the 
C. K. Dean agency of Wichita, Kan, 
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ALABAMA 


PROPERTY MANAGEMENT 
DIRECTORY 


© The property management firms whose names are shown on this page have 
been selected after careful investigation. They have the recommendation and 
endorsement of The National Underwriter. 





KANSAS 





ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


Complete Real Estate Servies | 


e PROPERTY MANAGEMENT 
e SALES «- RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 





ARKANSAS 


MICHIGAN 





READ -STEVENSON & DICK 


INC. 


Property Management 
Sales—Leasing 
Mortgage Loans 
A. C. Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 








EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
@ 
Property Management 
Appraisals 
Mortgage Loans 


Sales 


Trusts Estates 











FLORIDA 


MINNESOTA 





Property Management 
Mortgages—Sales 
Appraisals 


«a. HAUGHTON ». 


COMPANY 
108 West Bay St. Jacksonville, Florida 


DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 





INDIANA 











: 
THE E THE 
ee acc, wer RR | Property Management HOWELL-VIGGERS 
: COMPANY . Leases Sales Loans CORPORATION 
4 *“Ctactend’s 7 Appraisals—Insurance Certified Property Managers 
: Otdese 1 Appraisals Sales 
e W. A. Shc NAAN ING. Second National Bldg. 
INDIANAPOLIS Akron, Ohio 
OKLAHOMA a 
om " 
AMERICAN FIRST TRUST CO. || Klein S Keskin | | Raymond T. Cragin & Co. 


First National Bldg. 
Oklahoma City, Okla. 


@ 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 








Guaranty Building 
Indianapolis 


SALES - APPRAISALS 


Property Management 








PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Ares 
National City Bank Bldg. 





CLEVELAND 
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LEGAL RESERVE FRATERNALS 





Fidelity Life Holds 
Fete in 45th Year 


Fidelity Life of Fulton, Ill, held its 
yh anniversary program in the com- 
nunity coliseum there, with Walter C. 
jelow, president, as master-of-ceremo- 
es, and a capacity turnout of frater- 
raists and townspeople. President Be- 
ov said the society’s recent growth and 
sogress emphasized the many services 
rendered other than life insurance 
protection. He stressed its large pay- 
oll and how its many investments were 
witributing toward a_better America. 
A. F. Schoch, of Ottawa, IIl., treas- 
wet, who recently celebrated his 83rd 
hirthday, told of the great changes made 
ince he first assumed the office in 1897. 


Tells of the Early Days 


Dr. George H. Thompson, Fulton, a 
charter member, told of the society’s 
atly days and many obstacles its lead- 
eshad to face. He said if the founders 
were to come back to earth they would 
be amazed by the important role Fidel- 
ity Life is playing in the lives of thou- 
ands of Americans. 

Miss Kathleen Clendenen, Fulton, 
daughter of the late Dr. George W. Clen- 
denen, founder, was presented. Many of 
the society’s officials were present. 
There was special entertainment by 
members and dancing. 

Fidelity Life’s “open house” in the 
modernized home office attracted many 
members and friends. Many congratu- 
lations were received, and the sales force 
showered the office with new business 
to make it the best sales day in several 
years, 


President Below Reports 


President Below gave figures from the 
annual statement showing assets Dec. 
31 totaled $11,687,400, net gain $270,- 
636; membership 58,262, net gain 1,445; 
insurance in force $51,699,874, net gain 
$324,470. The sales record in 1940 was 
the best in 10 years, with $4,933,400 new 
life business, 2 percent gain. This was 
the third consecutive year of production 
gains, he reported. 

Assets included: Cash $324,338, bonds 
$6,798,450, real estate mortgages $1,- 
583,666, real estate $777,392, real estate 


'sold under contract $554,865, certificate 


loans $1,433,649. Certificate reserve was 
89,781,674, special and contingency re- 


© serve $1,595,789. 


Cash, benefits paid to members and 
beneficiaries in death, accident, disability 








PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Gross Assets ............ $ 33,716,675.00 
Protection in force........ 106,831 ,483.00 
Total Membership ........ 134,166 


Organized into 2,678 groves in 44 states 
Benefits paid in 1939 to members and 
beneficiaries ............ $1,767,420.41 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 











claims and dividends totaled $1,069,176, 
and the grand total since organization 
over $34,000,000. 

Mortality was 64.9 percent of ex- 
pected, compared to 66.5 in 1939. The 
society has about 800 sales representa- 
tives, correspondents and juvenile super- 
intendents in the field. 


North Star Benefit Has 
Home Dedication Contest 


North Star Benefit of Moline, IIl., is 
conducting a home office dedication con- 
test winding up May 30. The prize for 
qualification is attendance at the dedica- 
tion to be held during the general 
agents’ mid-year conference at Moline 
in June. In the ceremony a marble 
tablet will be unveiled bearing the names 
of those who made possible the purchase 
of the new home office. The position of 
general agencies and producers on the 
tablet will be determined by the volume 
of the business they have written. 

The tablet will face the entrance. 
Minimum production of $25,000 of writ- 
ten and paid for business is required of 
personal producers to qualify them to 
have their names carved on the tablet 
and a minimum production of $100,000 
to qualify an agency. 


Modern Woodmen Statement 
Shows Increase in Assets 


Modern Woodmen’s annual state- 
meent shows assets $91,504,787, a gain 
of more than $5,800,000, or 6.84 percent. 
Certificate reserves gained $5,654,968, 
now totaling more than $85,000,000. 
Special reserves set up for claims pay- 
able on installments, incomplete death 
claims and other accrued _ items 
amounted to $1,793,191. Contingency 
reserves for mortality and investment 
fluctuation totaled $4,291,647. The gain 
in special reserves amounted to $186,- 
644. 








The assets include: Cash $3,248,085, 
bonds $65,212,737, preferred stocks 
$822,186, farm first mortgages $418,925, 
city first mortgages $13,577,260, real es- 
tate $1,845,671, real estate contracts $2,- 
391.567, certificate loans $3,098,181. 

The society has paid $625,294,953 to- 
tal benefits since organization in 1883. 


C. O. F. Statement Shows 
High Solvency Ratio 


Catholic Order of Foresters, Chicago, 
had $39,944,431 assets on Dec. 31, gain 
$1,837,999. Total income was $4,661,- 
290, including $2,756,036 received from 
members, $1,590,152 interest on bonds 
held in the reserve fund, $167,345 inter- 
est on liens and certificate loans and 
$40.350 gross profit on sale or maturity 
of bonds. 

An outstanding feature of the annual 
statement was the continuously high av- 
erage vield on investments, which in 
1940 was 4.52 percent compared to 4.66 
percent in 1939, 4.77 percent in 1938. 
4.56 percent in 1937, and 4.8 in 1936. All 
the C. O. F. investments other than 
certificate loans are in municipal bonds. 

Ouite as important, however. was the 
high ratio of solvency which has been 
steadily increasing in the last five years 
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SHARON,"PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S. H. HADLEY, Supreme President 





SHARON, PA. 


L. D. LININGER, Supreme Secretary 








and was 119.27 percent in 1940. The 
C. O. F. has an unusual record in this 
respect, which is excelled by few, if 
any, societies. The solvency ratio in- 
creased from 115.16 percent in 1939, 
113.01 percent in 1938, 111.98 percent 
in 1937 and 110.95 percent in 1936. 

C. O. F. paid $2,062,677 death claims 
last year, $11,359 permanent disability 
claims, $5,000 double indemnity bene- 
fits, and cash surrenders and old age 
settlements totaled $128,301. The an- 
nual dividend amounted to $215,312. To- 
tal benefits and payments made to mem- 
bers and beneficiaries last year amounted 
to $2,900,383. 

Book value of the reserve fund securi- 
ties Jan. 1 totaled $35,132,003 and mar- 
ket value of the bonds was $39,030,389, 
or $3,898,386 more than the amount at 
which the securities were carried on the 
books. 


W.O.W. Omaha, Head Camp 
Conventions to Be Held 


Biennial head camp conventions of 
Woodmen of the World, Omaha, will be 
held in 25 cities from New York to 
California in the next eight weeks. The 
first camp is scheduled March 20-21 at 
Biloxi, Miss. De E. Bradshaw, president, 
will attend most of the gatherings with 
other head office executives. 

Local camps in 44 states will send del- 
egates to the head camp conventions. 
The 25 state or regional meetings will 
elect delegates to the biennial sovereign 
camp, to be held later this year. 

Mr. Bradshaw announced W. O. W. 
has written more than $41,000,000 of life 
protection in the last year and paid $8,- 
418,469 to beneficiaries and living mem- 
bers. The assets total more than $130,- 
000,000. 


K. of C. to Observe Its 59th 
Anniversary March 23-30 


Knights of Columbus will celebrate its 
59th anniversary during a “Founders’ 
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Woodmen of the 
World investments 
are of highest quality 
State 
and Municipal bonds, 


— Government, 


and choice Industrial, 
Public Utility 
other bonds and 
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stocks. 


WOODMEN 
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Life Insurance Society 
Home Offices — Omaha, Nebr. 

















Our Men 





SUCCEED because they represent a 
successful institution. Our men don’t have to sell 
their clients on the safety and reliability of The 
Maccabees. Our records of 60 years of service, 
quarter of ‘a million members and 250 million 
dollars in benefits paid, do that. Their only job is 
one of diagnosing the needs of their clients and 
writing the insurance necessary. 

If you want a position where your success is lim- 
ited only by your ability, and yeu can meet our 
requirements, write us. We may have a place 
for you. 


~The Maccabees 


Detroit, Michigan 
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Week” celebration which will be held 
March 23-30. Elaborate preparations 
have been made for the observance, in- 
cluding dramatic radio transcriptions 
which have been prepared by the su- 
preme council in the form of a playlet 
depicting organization of the K. of C. in 
New Haven, Conn., in 1882 under the 
leadership of the Rev. Fr. Michael J. 
McGivney. This is a 15 minute record- 
ing, professionally produced, with musi- 
cal background and sound effects. It 
will be furnished to local councils at 
nominal cost, to be broadcast over their 
local radio stations. 

Father McGivney, curate of St. Mary’s 
Church, New Haven, in January, 1882, 
called together a small band of Catholic 
laymen who became the original found- 
ers of the K. of C. The charter was ap- 
proved March 29. Francis P. Matthews, 
supreme knight, announced the March 
observance calls for five major activi- 
ties including a breakfast, founders’ 
meeting, open session for prospective 
members, public meetings for men and 
women and an open or closed banquet. 
He suggested the week also be featured 
by a special program promoting the in- 
surance plan. 


Gebuhr Made General Agent 


John S. Gebuhr of Council Bluffs, Ia., 
has been appointed general agent of the 
Lutheran Brotherhood of Minneapolis 
for southwestern Iowa and southeastern 
Nebraska. He formerly was a district 
arent. 


Fraternalists Meet 
in Illinois Congress 


(CONTINUED FROM PAGE 3) 


has been held in Chicago. This gath- 
ering was discontinued at the annual 
meeting in Baltimore last year. 

Refusal a year ago of the Chicago 
“Tribune” to accept fraternal societies’ 
advertising was a high point of the 
meeting. A committee headed by J. P. 
Stock, has been negotiating with the 
“Tribune” and it is believed an amicable 
arrangement will be reached. The news- 
paper had confused fraternals with 
funeral benefit associations, many of 
whom in Illinois had financial difficul- 
ties. 


Illinois Department Men Speak 


Insurance Director Jones of Illinois 
was to speak but was called away be- 
fore he could appear. Frank Young, 
department special deputy, talked in his 
place, expressing appreciation to the 
fraternals for their support in the last 
recodification of the Illinois insurance 
law. He noted that the new standard 
of solvency set up in the act requiring 
100 percent solvency of fraternals as well 
as other insurance carriers by 1945 has 
resulted in a reduction of the number 
of societies not meeting the test from 
21 in 1935 to five now. He also noted 
the radical change in the investment sec- 
tion of the code from the old limitation 
of fraternals’ investments to mortgages, 
government, state and municipal bonds, 
opening the way for them to invest on 
a basis the same as other insurance 
companies. The fraternals, he said, have 
taken full advantage of this liberalization 
and are proving to be a great source 
of local capital. The department policy 
is not to hamper the societies, he said. 
The relationships are good and there has 
been no major litigation between the 
department and the societies at any time. 


Supervisor Klophel Introduced 


B. W. Risse, Illinois department fra- 
ternal supervisor, who resigned recently 
to sell securities in Chicago, introduced 
Addison E. Klophel, who succeeds him 
as fraternal supervisor. Mr. Klophel has 
been with the department eight years 
and associated with Mr. Risse in the 
fraternal work for five years. He is a 
graduate of the University of Michigan. 

A. O. Benz, president N. F. C. and 
Aid Association for Lutherans, Apple- 
ton, Wis., extended greetings. He pre- 


dicted the fraternals would regain their 
former position of importance and noted 
the important part they are playing in 
promoting Americanism. They are now 
better situated to provide real social se- 
curity in all its phases, he commented. 

N. J. Williams, president Equitable 
Reserve of Neenah, Wis., who with 
about 80 other fraternalists attended the 
Illinois Insurance Federation luncheon 
for Insurance Director Jones last week, 
said he was inspired by the director’s 
message, and was impressed with the 
officials’ attitude of fairness and helpful- 
ness. He said fraternal societies need 
fear no difficulties with the Illinois de- 
partment. 


Discusses Objective Selling 


Mr. Williams discoursed on objective 
salesmanship, saying the fraternals have 
to sell in competition with attractive 
automobiles, radios and other things that 
people want. He suggested using sam- 
ple policies with effective illustrations 
of life insurance in action. Many people 
who own policies are sacrificing their 
life insurance values to buy new cars. 
The insurance certificate must be visual- 
ized not as a piece of paper with print- 
ing on it, but as food and shelter in 
old age for the certificate owners and 
their dependents, as funds, education 
and a business start for young people, 
etc. 

The educational committee headed by 
Fred <A. Johnson, vice-chief archon 
Royal League, reported it has distributed 
547 copies of the textbook, “Fraternal 
Life Insurance” to tax supported public 
libraries in Illinois, individuals and to 
newspapers for book review. Mrs. Hul- 
dah Donohoe, Illinois state manager 
Woodmen Circle, reported on the “Fra- 
ternal Day” at the Illinois state fair last 
year. Recently she was asked to address 
the Illinois Association of County Fairs 
on the subject of promoting fraternal 
days and suggested giving the “Pageant 
of Fraternity” written some years ago 
by Mrs. Jeannie Willard of Woodmen 
Circle. 


Reviews Legislative Situation 


George G. Perrin, general attorney 
Modern Woodmen, reported for the leg- 
islative committee there is no adverse 
legislation in Illinois, but outside the 
state the situation is less favorable for 
fraternals. Governmental and _ legisla- 
tive regulation is more and more of a 
threat, whether or not inspired by those 
in Washington he did not know. He 
commented on the drastic Texas bill 
No. 8, on the bill to repeal exemption 
of fraternals in Wyoming and on the 
favorable bill in New Mexico to reduce 
the license fee of fraternals from $50 
to $5 annually. 

In Indiana and Texas there are a 
number of identical bills relating to 
proof of survivorship in a common acci- 
dent which affect fraternal insurance 
and would interfere with carrying out 
the contracts. In Texas, he said, there 
is a bill to do away with the common 
law rule of disappearance and permits 
proof at any time, even within one year, 
rather than to require the old rule of 
seven years for presumption of death. 


Government Attorney Talks 


D. T. Winder, former Chicago frater- 
nal lawyer and reserve major, who is in 
the legal division of the selective service 
system in Washington, discussed the na- 
tional service life insurance now issued 
by the government. The benefits will 
be retained as at present until a ma- 
jority of the people insist upon a change 
and the government will continue to 
issue this insurance to eligible persons 
even though many life insurance people 
may consider this to be government 
competition with private business. 
reinsurance arrangement might be pos- 
sible under which the government would 
initiate the business without the usual 
acquisition cost and the private com- 
panies would take it over, he said. This 
might remove the government as a com- 
petitor to the regular insurers, but such 
a change could not be effected until a 
large majority of the citizens cease being 
passive and insist upon such a change. 


Similarly, he said, fraternalists must 
realize that if they are firmly convinced 
federal regulation and supervision of all 
insurance would be detrimental to citi- 
zens’ interests, they must enlist the 
active support of enough people outside 
the insurance business so a majority will 
refuse to permit the federal government 
to assume such control. 


Danger of Uniform Badness 


“Stupidity in a state is bad, but it is 
48 times worse in Washington,” he said. 
“A bad law, or the maladministration of 
a law in a state may cause lack of 
uniformity, but a bad federal law or 
the poor administration of a law is 48 
times worse because of its uniformity.” 

J. W. Cotter of Fulton & Sheen, at- 
torneys, Chicago, discussed the question 
whether insurability and good health are 
synonymous in interpreting the standard 
form of reinstatement provision. In- 
surability does not imply desirability, he 
said, because when an applicant for rein- 
statement complies with the insurability 
requirement the company is bound to 
reinstate the policy and any additional 
promise or warranty required of the 
applicant to obtain his reinstatement is 
void for want of consideration. 

Cases point out that the right to rein- 
statement is a substantial right to the 
insured; the company cannot act arbi- 
trarily or capriciously in examining 
evidence of insurability submitted, and 
the insured must be truthful in sub- 
mitting that evidence. Many decisions 
against companies in reinstatment cases, 
he said, are due to the fact that no 
attempt is made to show the decision 
on evidence of insurability was not un- 
reasonable or arbitrary when judged by 


a 
underwriting practices and Procedure; 
of reputable insurance companies, 

Fraternal societies’ local lodges noy 
enjoy exemption under the unemploymer 
compensation act for employes with remy, 
eration not exceeding $45 per quarter, » 
for services performed in conneetion 
with collection of dues or premiyn; 
away from the home office, or if service 
were ever performed ritualistic, Dayij 
Hersh, assistant general counsel My. 
cabees, Detroit, said in a talk on sogig 
security legislation. He said og 
lodges probably no longer will be by. 
dened with paying this tax in filing 
reports but still must comply with th 
individual states’ acts. 


Old Age Pension Tax 


He said many local lodges have ng 
complied with the requirements to pay 
contributions to the Internal Reveny 
department under the old age pensio, 
provision of the federal act under which 
both employer and employe are oblige; 
to pay 1 percent on compensation paij 
employes from 1937 through 1939, There 
are indications local lodges will be calle 
on to pay not only the employer’s por. 
tion of this tax but also be liable for the 
employe’s portion and interest charges 
and penalties that may be assessed. Mr. 
Hersh said the Internal Revenue depart. 
ment opinion excluding from taxation 
compensation paid to insurance agents 
is probably good authority for the prop. 
osition that at least collectors of rates 
for local lodges should be excluded, 

E. S. Cummings, Jr. of Cummings & 
Wyman, Chicago law firm, gave a paper 
on conflict of laws in fraternal insurance 
contracts. A forum on legal questions 
and legislative problems was conducted, 





Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 
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Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 
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GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
45 Years of Continuous Faithful Service 
to Policyholders 





431 South Dearborn Street 


Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
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IDEAL JOB 
Seeks Right Man 


Every day you wait to investigate the 
General Agency opportunities with 
this old reliable company you are losing 


FRANCIS L. BROWN, President 


ROCKFORD LIFE INSURANCE COMPANY 
Rockford, Illinois 
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les Ideas and Suggestions 











CINCINNATI—An inspiring and en- 
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- good for it. : 
' was a young agent when the United 
- States went into the world war. 
' old agents at that time knew that they 


-» 1n_ recruiting. 





- Carson, agency manager Equitable So- 


ciety, Milwaukee, in a talk at a meet- 
ing of the Associated Life General 
Agents & Managers of Cincinnati, dur- 
ing which he touched upon some of the 


| major problems of the business and dis- 
 pensed a great deal of sound common 
_ sense. 


Nothing has happened to life insur- 
ance, he asserted, except what has been 
Mr. Carson said that he 


The 


couldn’t write business, and of course, 
did not write any. Mr. Carson, however, 
said he was inexperienced enough not 
to know any better and he went out 
and wrote business, principally because 
he had a wife and family to support. 


' Twenty-seven billions are to be spent 
- in this country by the United States 
' and Great Britain in their war prepara- 
tions, Mr. Carson declaring that this is 
- bound to be an important stimulus to 


business. “What do we care about the 
TNEC?” he asked. 

He said that life insurance men 
should look back to 1905 or 1907, the 
time of the Armstrong investigation, 
which resulted in life insurance being 
made more attractive and was the basis 
for its great development. The new tax 
bill provides for a 25 percent increase 
in income tax. The result, he said, is 
that it leaves the installment method of 
buying an estate the only method. Mr. 
Carson referred to the general agents as 


|) the “largest potential employers of well 
paid labor in the United States.” EF 
» asserted that public appreciation of life 


He 


insurance will never be disturbed. To 
illustrate what people think of their 
life insurance, Mr. Carson said that dur- 
ing a four day period in the national 
bank holiday in 1933, assured in the 
Equitable’s Wisconsin agency sent the 
company almost twice as much money 
as they did normally. 


Will Work Harder 


In discussing the question as to 
whether it is wise to go ahead in agency 
expansion, Mr. Carson declared that it 
1s not possible to operate a successful 
business when a businessman takes all 
the profit out of the business and does 
not plow any of it back. He said that 
in 1941 he is going to work a little 
harder and be “not so impressed with 
the importance of my golf score.” 

The general agent can’t wait to see 
what is going to happen. “If we knew, 
Wwe wouldn’t be in the life insurance 
business,” he stated. A general agent 
who says he is not going to do this and 
that because he is uncertain of the fu- 
ture is “cockeyed,” he emphasized. 

Mr. Carson said that it is necessary 
for the general agent to improve his 
contacts in order to get the same results 
Mr. Carson asked 
whether the general agent had in- 
creased his “prospect list” of agents. 

€ said that the general agent should 
Point out his own experience in the 
business in getting new men. After all, 
he stated, the general agent started out 
aS an agent. The difficulties faced by 


» the agent many years ago are as great 


as they are today, but of a slightly dif- 
ferent nature. Wives used to object, 
but now they never object to life in- 
surance. The objection, “I can handle 
my money better than the life insurance 
Companies” simply does not exist today. 
Many of the hurdles we have today 





‘Don't Wait to Act Until 
Future Is Certain—E. L. Carson 


were created 40 years ago by hit or miss 
methods,” he stated. 

He said the general agent will have 
to look a little harder for his agency 
material. One day recently Mr. Carson 
drove 250 miles contacting five prospec- 
tive agents. They were as follows: A 
man, 45, secretary to a prominent busi- 
ness executive who died. Obliged to 
take reduced salary and clerical work 
if he wished to remain with employer 
with whom he had spent 20 years. 
Candy company employe holding re- 
sponsible position. New owners offered 
him position at $600 reduction in salary. 
School teacher. College graduate filling 
station operator. Lastly, the least likely 
prospect of all whom Mr. Carson was not 
inclined to consider. He said that the 
history of life insurance showed that it 
could not stand still. It must either 
move forward or backward. 

Mr. Carson urged that prospective 
agents be investigated by an inspection 
agency before they are seriously consid- 
ered. An inspection, he said, saved him 
many embarrassing moments. He 
mentioned the case of a Philadelphia 
man who had embezzled $2,000,000 re- 
cently found working in Rochester as 
a life insurance agent under an assumed 
name on a $20 weekly drawing account 
as an example in point and one which 
would have an effect on the entire busi- 
ness. 


Eschews Young College Men 


College job placement bureaus are 
advising their graduates not to go into 
life insurance unless they demand a sal- 
ary, he said. He, therefore, has given 
up recruiting young college men. He 


prefers to hire married men with fami- 
lies between the ages of 30 and 50. Peo- 
ple naturally operate in their own age 
groups, he stated. He pointed out that 
an agency can grow only by the intro- 
duction of new men. 

. The Lockheed airplane company in 
California has 18,000. applications on file, 
but it cannot use a single person listed. 
The airplane industry needs 36,000 men. 

A little, tired about hearing of unfit 
agents, Mr. Carson asked “what makes 
them unfit?’ He said that a. lot of 
rural agents earning $50 a month from 
life insurance were not in his opinion 
unfit. He pointed out the fallacy of a 
production measure of fitness. The gen- 
eral agent should ask himself, “If I had 
it to do over again without his lack of 
production, would I do it over again?” 
If the answer is “yes,” the agent should 
not be regarded as unfit. A good ques- 
tion is: “Have I done everything I can 
to help this agent before I stamp him 
with a mark of failure?’ A certain 
amount of sentimental relationship is al- 
ways found in long established agencies 
which is disrupted by the discharge of 
older agents. Mr. Carson said that he 
believes this is not the time to rock the 
boat by discharging older men as unfit 
because of their lack of production. 
Many of the older men, he said, had 
brought some of the best men into the 
agency. One of the older men in his 
agency had brought in three of his best 
agents, Mr. Carson said. 

Mr. Carson was introduced by G. J. 
Woodward, agency manager of the 
Equitable’s Cincinnati agency. ; 
Jackson, Massachusetts Mutual, presi- 
dent, presided. Mr. Carson also spoke 
at a meeting of the Cincinnati Life Un- 
derwriters Association. 





Right thinking, which leads to right 
planning and working, is the direct path 
to personal achievement. 





Budget Approaches Suggested 





DETROIT—In approaching a pros- 
pect, first learn his needs and then show 
him simply but dramatically why he 
should buy, Paul Troth, publicity direc- 
tor, Home Life of New York, told the 
Qualified Life Underwriters of Detroit. 
He talked on “Ideas That Click,” illus- 
trating his remarks with clever cari- 
catures. 

A good approach for a young married 
man is to talk in terms of budget. Point 
out that he has certain fixed expenses 
to meet, such as rent, clothing, food and 
the like. But has he provided a means 
for continuing these fixed expenses for 
his wife in case he should be taken 
away? 

“In approaching a married man witha 
family of two or three children, you 
are very likely to get the objection that 
he can’t afford to pay for any more in- 
surance,” Mr. Troth said. A good way 
to get around this is to use some such 
statement as: “All of us live up to 
our income, apparently, but suppose 
your employer calls you into his office 
and tells you that although he appreci- 
ates the fine work you have been doing, 
it is necessary to cut your salary $5 per 
week. You would have to accept it and 
you would have to rearrange your ex- 
penses so that the money would stretch 
to cover them. Take your $5 per week and 
consider it a necessary salary cut that 
will guarantee security to your family.” 


Talks Prospect’s Language 
“Here you are talking your prospect’s 
own language. He knows all about pay 


days and pay cuts. You are basing your 
story on the right psychology, trans- 


lated into your prospect’s own inter- 
ests,’ Mr. Troth pointed out to his hear- 
ers. 

To the prospect who says he would 
like to buy, but he hasn’t the money to 
pay the premiums, Mr. Troth recom- 
mended the following explanation: “Life 
insurance is not bought with surplus 
funds. It is bought with money that 
could well be used for other purposes, 
but far sighted people go without in or- 
der to prevent their family from going 
without.” 

Then take a sheet of paper, draw a 
line down the center. Tell the prospect 
to list on one side of the line the things 
that he will have to go without in order 
to pay the premiums, and on the other 
side of the line the things that the fam- 
ily would have to go without in case the 
prospect dies without insurance. The 
sheet will make a striking and graphic 
picture that often convinces the pros- 
pect that it is good business for him to 
buy at once even if the struggle to pay 
pe premiums may be somewhat diffi- 
cult. 


Four Fundamental Reasons 


There are four fundamental reasons 
for buying life insurance—to pay speci- 
fic bills such as the mortgage, to pro- 
vide income to keep the family circle in- 
tact, to guarantee an education for the 
children and to provide for one’s retire- 
ment. 

Mr. Troth by special request con- 
ducted three classes in public speaking 
at Michigan State College at East Lan- 
sing, his alma mater, before returning 
to the east. 


Gets 205 “Apps” in Nine 
Weeks for $9.54 Per Hour 





O. D. Harlan, of the W. A. Gamble 
agency California-Western States Life, 
San Antonio, Tex., produced $283,640 of 
business from Nov. 16 to Feb. 1, $112,- 
787 of it by January 1. He wrote 205 
applications, and in addition shared in 
102 applications while working with 
others. This gave him a net total of 256 
applications. The average sized policy 
was $1,385. Of this business 70 percent 
was 20-year endowment; the premium 
collected $9,960. He averaged 10 hours 
and 11 minutes each day. The average 
commission per sale was $29.91. He 
earned 16 cents per minute or approxi- 
mately $9.54 per hour. 


MANAGERS 


Market in 1941 Is 
Los Angeles Topic 


LOS ANGELES—“Our Market in 
1941” was the panel topic of the Life 
Insurance Managers Association of Los 
Angeles, with G. N. Quigley, Jr., man- 
ager Manufacturers Life, and Phinehas 
Prouty, Jr., general agent Connecticut 
Mutual Life, leading the discussion. 

Mr. Quigley said analysis of the life 
insurance market of today is a vital fac- 
tor if the general agent is to lead the 
agents into channels most profitable to 
them. He said that the national income 
in 1940 of $85,000,000 probably set an 
all-time high, and that with wages up 
the outlook is good for prospects. The 
additional tax burden due to the defense 
program probably will fall heaviest on 
the incomes in the $5,000 to $20,000 
bracket, and the best bracket for pros- 
pects probably will be those under $5,- 
000. Life insurance men should take 
advantage of increased industrial earn- 
ings. While war savings stamps, bonds, 
etc., will affect certain types of insur- 
ance, he said they will not affect the 
family protection contract. The general 
agent and the manager should recognize 
the place the social security act holds 
and sell it to the men, pointing out the 
advantages they have from it. 


Prouty on Business Insurance 


Mr. Prouty devoted his attention to 
business insurance. He said decentral- 
izing of defense spending gives life in- 
surance men a greater opportunity to 
sell business insurance to key men in 
industries. Stockholders of corpora- 
tions or firms having defense contracts 
are conscious of the value of those con- 
tracts, and this operates for ease in the 
placing of business insurance. He 
pointed out that industrial employers 
see the benefits of savings, trust pen- 
sion and retirement plans. 

M. L. Hoffman, executive secretary 
National Association of Life Underwrit- 
ers, and Roy Ray Roberts, Los Angeles, 
national trustees, spoke of the meeting 
here March 3 to be addressed by Na- 
tional association leaders. 

A memorial on the late John Newton 
Russell was adopted by a silent stand- 
ing vote. 














Wet-Nursing New Man 


LOS ANGELES—The Life Insur- 
ance Agency Supervisors Association of 
Los Angeles heard H. L. Chaney, New 
England Mutual Life, discuss “Wet- 
Nursing the New Man.” He said there 
is no short cut in teaching the new man. , 
For this reason the stake of the agency 
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is higher in the new man, especially if 
he is to be a career man. The new 
man must have two concepts in his mind, 
one that he has made up his mind he 
is in the life insurance business; the 
other that he is in the life insurance 
business for life insurance itself, not for 
the financial return it may bring him. 
The agency must find out the new 
man’s strong points and capitalize on 
them, thus overcoming his weak ones. 
He said the average new man has two 
weak points to one strong one. New 
men, he said, are in the business either 
by regimentation or by selection. The 
man who is there by selection is the 
one on whom effort can be spent profit- 


ably. 


Du Bose Milwaukee President 


Frank Du Bose, Old Line Life, has 
been elected president of the Milwaukee 
Life Managers & General Agents Asso- 
ciation. He succeeds Frank Engel, 
Franklin Life; and automatically be- 
comes chairman of the general agents 
committee of the Milwaukee Association 
of Life Underwriters. L. W. Spickard, 
Bankers Life, and Walter Rigg, Mutual 
Life of New York, are vice-presidents; 
C. C. Raisbeck, Great Northern Life, 
secretary, and B. W. Reagles, Acacia 
Mutual Life, reelected treasurer. 


Farewell to Longenecker 


A farewell party for C. H. Longe- 
necker was given by the Oklahoma Gen- 
eral Agents & Managers Club, of which 
he has been president. Mr. Longenecker 
was transferred to Moberly, Mo., after 
serving as Oklahoma state manager of 
Metropolitan Life for more than 10 
years. 

He is succeeded as president of the 
club by Thomas Thach, Mutual Bene- 
fit Life, who has been vice-president. 


Bethea Speaks in Columbus 


Osborne Bethea, general agent Penn 
Mutual Life, in New York City, will 
address the Life Managers & General 
Agents Association of Columbus, O., 
Feb. 28 on “Where do we go from 
here? Recruiting in its relationship to 
all agency activities.” 


Twenty-five Los Angeles — gerreral 
agents and managers were guests of 
their cashiers at the meeting of the Life 
Agency Cashiers Association of Los 
Angeles at which Vic Ekdahl, manager 
Swift & Co. refinery, spoke on “Selling 
Is Like That.” 


Penn Mutual Names Reed as 
Assistant to V.-P. Adam 


William C. Reed has been appointed 
assistant to Vice-President Herbert 
Adam, in charge of mortgages and real 
estate, for Penn Mutual Life. 

Mr. Reed is 87, a native of New 
York state. He was graduated from 
Williams College in 1925 and went into 
the office of Butler & Baldwin, Inc., 
New York City, general real estate and 
insurance. He was director and head of 
the management department when he 
left in 1934 to take charge of property 
management operations and liquidation 
hg for Irving Trust Co., New York 

ity. 

He joined Penn Mutual June 1939 in 
charge of reappraisal of real estate. 


New Illinois Director 
Wins Epaulettes 


(CONTINUED FROM PAGE 2) 


There were two head tables, filled 
with about 100 insurance leaders from 
Chicago and downstate. Before the 
luncheon the head table group attended 
a reception for Mr. Jones. 

It was largely a gathering of fire and 
casualty interests although there was a 
good sprinkling of life insurance people. 
For instance at the head table there were 
Harry T. Wright, Equitable Society, 
president, and C. J. Zimmerman, Con- 
necticut Mutual, past president National 
Association of Life Underwriters; C. F. 
Axelson, Northwestern Mutual, Chicago; 
C. B. Stumes, Penn Mutual, and F. P. 
Beiriger, Connecticut Mutual, Rockford, 
president Illinois Association of Life 
Underwriters. 

Mr. Jones later said that “perhaps” 
he will name an advisory committee of 
insurance men. He is considering the 
idea, but has not talked to the governor 
about it. The question right now, he 
discloses, is whether the committee, if 
named, should be chosen by him or by 
the profession. And if it is chosen, how 
it shall be composed so as to be satis- 
factorily representative. 


Amity of Lawyers Means 
Business for Agent 


JACKSON, MICH.—“If we can 
transmit our knowledge and enthusiasm 
to one lawyer and one good accountant, 
our business will increase manyfold in 
the next 12 months,’ George E. Lackey, 
Detroit general agent Massachusetts 
Mutual Life, told a joint meeting of the 
Jackson Association of Life Underwrit- 
ers and the Jackson Bar Association. Mr. 
Lackey is chairman of the National As- 
sociation’s committee on cooperation 
with) attorneys. 

Questions asked Mr, Lackey at the 
end of his talk pertained largely to tax- 
ation and inflation. 

Dale J. Kerr, New England Mutual 
Life, president of the Life Underwriters 
Association, presided. Frank H. Mason 
was chairman of arrangements. 


Pink Warns of Loan 
Inflation Day Returning 


NEW YORK—Warning against a 
repetition of the pre-depression tendency 
to inflate loans—a trend which is al- 
ready showing itself — Superintendent 
Pink of New York told the New York 
State Society of Real Estate Appraisers 
that “we are again in a period of ambi- 
tious competition for loans by the banks, 
life companies, and other financial in- 
stitutions.” 

“The speculative builder is coming 
back and is putting little or nothing into 
the huge apartments which are going 
up,” he said. ‘“Policyholders and depos- 
itors of banks will have to pay the bill, 
as will the federal government which 
has guaranteed some of the loans under 

HA. Those who are responsible for 
the conduct of our financial institutions 
do not always realize that of the two 
evilS it is better to have idle money in 
the bank than to invest in an unsound 
security.” 
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Vittle Danger of Excessive 
Type Inflation, Says Bragg 


NEW YORK —<As long as the citi- 
zenry has the intelligence and determi- 
nation to keep the United States im- 
pregnable against domination from with- 
out and against currency-debauching in- 
fluences from within there is no reason 
why inflation of the devastating type 
should ever materialize in this country, 
Manager J. E. Bragg of Guardian Life, 
New York City, told the New York City 
C. L. U. chapter. Mr. Bragg stressed 
particularly the fact that the United 
States is rich in material resources and 
manpower, in a far different situation 
from that of any country which has geen 
swept by inflation. 

He also drew a distinction between 
the normal cyclical fluctuation in various 
price indexes, which some people mis- 
takenly refer to as inflation, and infla- 
tion. This price fluctuation is an added 
reason for buying life insurance, since 
the proceeds must cover periods of low 
purchasing power of the dollar as well 
as periods of high purchasing power. 

As for the type of inflation which 
means buying a loaf of bread with a 
wheelbarrow load of greenbacks, Mr. 
Bragg said that there is no hedge what- 
ever that the individual can erect for 
himself. No matter what type of equity, 
commodity or other property he puts 
his money into with the hope that its 
value will rise in keeping with the gen- 
eral price level, he can have no assur- 
ance that the type of commodity he 
picks will follow the upward trend nor 
that if he does choose fortunately that 
his property right in it will be respected 
in the general chaos that would accom- 
pany a real inflation. He ridiculed the 
notion of buying a farm and stocking it 
against inflation. 

“If you have stored up food and my 
children are starving do you suppose 
that I am going to respect your property 
rights?” he asked. “Not if I have a 
rifle.” 

Not only is there no economic reason 
why there should be any inflation here 
but there should be a very strong senti- 
ment against it, he said, for Americans 
are very property minded. Millions are 
life insurance policyholders, savings bank 
depositors, and holders of mortgages 
and consequently have vastly more to 
lose in a real inflation than they: have to 
gain. If Americans are vigilant against 
the dangers from without and from with- 
in there need be no fear of inflation, he 
declared. 


W. J. Olive, general agent for Frank- 
lin Life at Holland, Mich., has gone to 
St. Petersburg, Fla., for a few weeks. 
This is the first time that he has made 
the trip to that state. 
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Former Commissioner 
Now Brigade Commandery 


— 


DES MOINES—Brig. Gen. Ry 
Yenter of Des Moines, former Ioy, 
commissioner, has been inducted int 
active military service as commander o 
the 75th field artillery brigade at Camp 
Forrest, near Nashville, Tenn. 

He was commissioner from 199%. 
1931, later was counsel of the Yeome 
Mutual Life and more recently hy 
been vice-president and counsel of the 
Merchants Mutual Bonding and coy. 
sel for other insurance interests, 

He was a captain in the world wa 
and prior to his induction into th 
regular army was brigadier general i, 
command of the 113th Iowa and 1144, 
Kansas cavalry. 


Teachers Committees Named 


To take care of the expansion in its 
activities made necessary by the policies 
adopted at its recent annual meeting jy 
Chicago, the American Association oj 
University Teachers of Insurance has jp. 
creased its standing committees to six 

The chairmen are: Committee on co 
legiate preparation for insurance careers 
H. J. Loman, University of Pennsyl. 
vania; professional standards in prop. 
erty and casualty insurance, S. S. Hueb. 
ner, University of Pennsylvania; annul 
meeting program, E. L. Bowers, Ohio 
State University; nominating, Robert 
Riegel, University of Buffalo; publica. 
tions, J. E. Hedges, Indiana University, 
membership, Chester A. Kline, Univers. 
ity of Pennsylvania. 

McHugh in Cincinnati Post 

CINCINNATI—T. P. McHugh has 
been appointed superintendent Cincin- 
nati 2 district of the Prudential, succeed. 
ing August Merkle, who has retired on 
disability. Mr. McHugh was previously 
superintendent of the Cleveland 102nd 
street office. He served as assistant to 
Mr. Merkle before his promotion to 
superintendent. 
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Doe SPAS se “pa maaiarun sii 


Just 30 years ago we issued 
policy 332 on a life in a sav. 
mill office at Odanah, Wiscor- 


sin. 


PIAA IES SE ERIE 


Ever been in Odanah? 
Never heard of it! 


All right; this life now is a key- 
man at R. C. A. in New York i 
You know both the biz and the 2 


town. 


Little Companies, like men in 
little jobs, make friends and 9 : 


places. 
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YEARS General Agents 
average 10% years 
of service with the 


company 


State Mutual Life Assurance Company 
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of Worcester, Massachusetts 
INCORPORATED 1814 


Rugged aA Neu Englands Rock Bound Coast 
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southern New Jersey, and Delaware. 


Our combined Life and Non-Can- 
cellable Accident contracts are valu- 
able sales aids. 


Write 
WILLIAM D. HALLER 


Vice-President and Agency Manager 


We have territory open in Vermont, 





UNITED LIFE 
AND ACCIDENT 


Insurance Company 
CONCORD, NEW HAMPSHIRE 























WISCONSIN 


450 rooms- each a unit in a great 







\\ 4y fy house of hospitality. In the very 
\ ye Uy" center of the retail shopping ond a 
\ & . theatre districts. Air conditioned ce 





4 Coffee Shop and Cocktail Lounge. 
Garage and parking lot adjacent. 
Owner operated by Milwaukee 


Hotel Wisconsin Company 
Lewis S. Thomas, Manager 
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INCREASE SALES — 
KEEP POLICIES IN FORCE 
| © The G & W Calendar Bank is attrac- 


tive... 
Made of plastic in black or ivory. 





| @ Fool-proof . . 
Only four moving parts. 


| | @ Simple to operate . . . 

1 | Any one of three coins 
or quarter will change 
Quarter changes month. 


® Dignified .. . 
The name or trademark of your com- 
pany engraved on the face. 


nickel, dime 
daily date. 


FILL IN 
AND 
MAIL 


This bank will create new policy hold- 
ers because every prospect who sees 
it, wants it. It will keep your policies 
from lapsing because it encourages 
daily savings toward premiums. 


Companies now using the G & W Cal- 
endar Bank have none but the highest 
praise for its business-getting ability. 
It will pay you to investigate. Write 
today for details. 


M. A. GERETT CORP., 
2947 North 3th St., 


possible 





Name 


M.A. GERETT CORP. 


Company 
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MILWAUKEE, WISCONSIN 


Addres 














City 








Milwaukee, Wis. 


_ Please send details and literature regard- 
ing the G & W Calendar Bank as soon as 



























The Connecticut Mutual Life recently 
discovered this old photograph taken on 
August 22, 1902, which shows Colonel 
Jacob L. Greene, Connecticut Mutual’s 
president at that time, riding with Pres- 
ident Theodore Roosevelt through the 
streets of Hartford. Colonel Greene was 
chairman of the reception committee when 
Mr. Roosevelt visited the city and it was 
his privilege to introduce the president 
to the people of Hartford. 

Theodore Roosevelt, it is interesting to 
note, was a Connecticut Mutual policy- 
holder and the history of his policy is the 
subject of one of its “Prominent Amer- 
ican” folders. 


Morton Boyd, the new president of the 
Commonwealth Life, has been a member 
of its investment advisory committee and a 
director and finance committee member 
since 1938. He entered the investment 
business after graduating from the Uni- 
versity of Virginia with honors. He was 
elected president of the United States 
Trust Company in 1933. He is a director 
of the Louisville Fire & Marine. 


LEFT—The new officers of Home Life 
of New York’s Agency Association are: 
Front row, left to right: Vice-President, 
Ray Martin, St. Louis; president, V. W, 
Holleman, Washington, D. C.; secretary. | 
treasurer, A. G. Joseph, New York City, 

Rear row, Executive Committee mem. 
bers, V. M. Shewbert, Pittsburgh; A. D, 
Sutherland, Detroit; C. S. Albert, Spring. 
field; E. F. Davy, Salt Lake City; Leo 
Minuskin, chairman, Paterson; and J. F. 
Ramsey. Chicago. 


At the speakers’ table when Dr. David McCahan, dean American College of Life Underwriters, spoke to the Birmingham 
Association of Life Underwriters: Left to right, H. Martin Nunnelley, Provident Mutual, who introduced the speaker; Dr. 
McCahan; J. Orlando Ogle, General American, president Birmingham association, and R. J. Seay, field training supervisor, 
Metropolitan Life, who was in the city holding a school for managers. . 


New hope for estate tax exemption of 
life insurance earmarked to pay death — 
duties was given by Rep. W. E. Disney 
(center), minority member of the house 
ways and means committee, in his talk 
before the New York City Life Under 
writers Association. Others are Pre-ident 
T. I. Parkinson of the Equitable Society 
(left), and Lloyd Patterson, general agent 
Massachusetts Mutual Life and New York 
association president. 








